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Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
y or quarterly, and 
INDUSTRIAL Policies up to $1,000.00, with 
premiums payable weekly. 


CONDITION ON DECEMBER 31, 1925 
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ASK DAD 


He knows the value of an education. So does Mother. 
A savings and protection plan which assures the son or 
daughter an educational fund, whether father lives to 
complete his deposits or not, meets the requirements 
exactly. 


The Juvenile Policy written by The Lincoln National 
Life Insurance Company is written on the lives of chil- 
dren on ages 1 day up to 14 years and reaches full face 
value on the anniversary of the policy on which the 
insurance age of the child is 5 years. 


The Juvenile Policy is issued on Ordinary Life, 20 Pay 
Life, 30, 25 and 20 Year Endowments or Terminal Endow= 
ments maturing at ages 16 to 21 inclusive. Waiver of 
further premiums in event of the death or disability of 
the father may be provided by the Payor Insurance 


feature. 
G NK UP(()wir ue ()LINCOLN)) 


The Lincoln National Life 


Insurance Co. 














“Its Name Indicates Its Character" 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $425,000,000 in Force 











The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—“for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “strippings.” 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings”’ of their territories, 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the “hard-to-get” business 
which is the basis of big success. 


Peoria Life Insurance Co. Peoria, Illinois 
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Would You Prefer a Voyage on the Old Time Sailing 


Schooner to a Cruise on the Leviathan? 


OU can still book ‘“‘snail pace’ passage just as 

great-grandad did a hundred years ago. But, no 
one would even consider a sixty day, storm-tossed 
voyage when he could make a short cut in five. 


The world moves on as time progresses. Likewise do 
principles of insurance underwriting and similarly do 
men in relation to their opportunities. 


In 1925 Is your income limited by the limited service you 


: can provide? 

One Perfect Protection Man paid for ; en : ? 

$2,821,562. Another paid for $1,113,675. Four Perfect Protection—combining life, accident and 

nage ci ocho $600,000. 27 others paid health indemnity— every essential element of personal 

or over $300,000. 52 others paid for over a ae : minot ee : 

ohne. anid da: tine eedicn ‘orasnination of protection, is now meeting modern public demand. 

sao pel — one in three paid for Perfect Protection Men are not subject to “‘snail pace” 
a progress. Neither is this institution content that its 

underwriters be other than successful in their pro- 

fession, representative of Reliance Life and responsive 


to the opportunities it affords. 











For further information concerning the unique 
plan of Reliance operation, write for our 
booklet, “Perfect Protection— How and Why.” 


RELUANCE IF 


RELIANCE LIFE INSURANCE CO. of PITTSBURGH + FARMERS BANK BLDG., PITTSBURGH, PA 


rk is publisl ed _every Ri sed-ong by The Spectator Company, at 135 William Street. New Yor Y. Entered as second-class matter 
: New York, inder the act of March 8, 1879. THe Spectator, Volume CXVII. ong V Tit, August 19, 1926; $4.00 per annum. 
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Ss. W. McCULLOCH RESIGNS 


Quits as Head of Pennsyvania 
Insurance Department 


SUCCEEDED BY EINAR BARFOD 


Governor Admits Withdrawal Was by 
Request But Declines Real Reason 

Samuel W. McCulloch, who for forty-three 
years has been an employee of the Pennsyl- 
yania State Insurance Department, has re- 
signed as Insu Commissioner at the re- 
quest of Govern Pinchot, who considers the 
Insurance Departn. nt has failed “to live up 
to the standards efficiency” established by 
his administration. The governor refused to 
specify just wherein the Department had failed 
to meet his expectations. 

At first the letters exchanged between Mr. 
McCulloch and Governor Pinchot were given 
out and these letters made it appear that the 
resignation was voluntary. Both these letters 
were of the usual courteous sort, the governor’s 
letter stating that Mr. McCulloch’s resigna- 
tion “will be widely regretted.” However, 
when the governor learned that Mr. McCulloch 
had volunteered the information that the resig- 
nation was by request, he gave out the follow- 
ing statement : 

Mr. McCulloch is correct in saying that he 
has resigned at my suggestion. The reason is 
that the Department of Insurance has failed 
to live up to the standards of efficiency which 
this administration has endeavored to establish 
for all departments. In view of Mr. McCul- 
loch’s long service, I regard it as unnecessary 
to go into details. 

Mr. McCulloch first joined the Pennsylvania 
Insurance Department in March, 1883. He 
was appointed deputy commissioner on July 1, 
1894, and in January, 1910, he became Com- 
missioner. Since then he has been reappointed 
twice. 

Einar Barfod, deputy secretary of banking, 
has been appointed Insurance Commissioner of 
Pennsylvania, succeeding Mr. McCulloch. The 
appointment was made by Pinchot. 
Commissioner Barfod has already taken charge 
of the department. 

Mr. Barfod has been in charge of investiga- 
tions conducted by the State securities bureau 
under the “Blue Sky” law. He was appointed 
to the bureau immediately after it was created 
by a 1923 act. 

The new Insurance Commissioner is a native 
of Denmark. In 1902 he was graduated from 
Drexel Institute, Philadelphia, and during the 
World War he served with the United States 

(Concluded on page 7) 
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KENTUCKY RATE PROBLEM 


Premium Increase Case Submitted to 
Federal Judges 


AUTHORIZE TEMPORARY INJUNCTION 


State Auditor Would Restrain Companies 
from Making New Rates Effective 
Covincron, Ky., Aug. 16.—The fire insur- 
the State of 
Kentucky and 180 fire insurance companies op- 
erating through the Kentucky Actuarial Bu- 
reau. was submitted to three Federal judges 
here today, and at the conclusion of the argu- 
ments Judge M. H. Donohue, of the United 
States Circuit Court of Appeals, said that he 
and his associates would pass upon the ques- 

tion as soon as possible. 


ance risk controversy between 


Judges A. M. J. Cochran, of the Eastern dis- 
trict of Kentucky, and Xenophon Hicks, of the 
Eastern district of Tennessee, sat with Judge 
Donohue. 


insurance rates 
was waived by the State, because it was agreed 
that the statute does not cover regulation of 
anything but fire insurance. 

The judges agreed that Circuit Court Judge 
3en G. Williams, of the Franklin Circuit 
Court, should be authorized to enter a tem- 
porary injunction asked by State Auditor W. 
H. Shanks to restrain the insurance compa- 
nies from putting into effect the raise of 12) 
per cent on fire insurance premiums. 

The companies have a temporary restraining 
order issued by Federal Judge Cochran pre- 
venting the Auditor from interfering with the 
raise, and are asking in the case heard today 
for a mandatory injunction to compel the Audi- 


The question of tornado 


tor to dismiss his proceedings against them in 
the State court. The Auditor is asking that the 
Federal restraining order given to the com- 
panies be dismissed. 

The State was represented by Attorney Gen- 
eral Frank E. Dougherty, Assistant Attorney 
General Gardner K. Byers and Guy Riggs, at- 
torney for the State Department of Fire Pre- 
and Rates. The insurance companies 
were represented by J. S. Laurent of Louisville 
and R. J. Falonia of Chicago. 

Mr. Laurent that for the past five 
years stock fire insurance companies in the 
State had suffered a loss of more than $12,- 
000,000. He said that on August 2 the Ken- 
tucky State Actuarial Bureau authorized an in- 
crease of 1214 cents on fire insurance rates, 
effective August 2. He alleged that efforts on 
the part of Kentucky officials to prevent the 
collection of an increase means virtually the 

(Concluded on page 13) 
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MUTUALS’ RESULTS 


205 Casualty Companies Had Assets 
of $96,111,150 in 1925 


NET PREMIUMS WERE $78,461,909 


Total Liabilities Amounted to $66,697,148 
—Income Was $83,033,634 


The results of the operations of mutual 
casualty companies in 1925 form an interesting 
series of data on the trend of this method of 
conducting the business, and indicate some re- 
markable figures with regard to acquisition 
costs, particularly among the mutual casualty 
companies transacting business in New York 
State. 

As of December 31, 1925, 205 mutual cas- 
ualty companies in the several States had as- 
sets of $96.111,150 with total liabilities of $66,- 
697,148. The surplus to policyholders of these 
companies totaled $20,414,002, while the net 
premiums written rose to $78,461,9c9. The total 
income of the 205 mutual casualty companies 
amounted to $83,033,634, and the total expen:i- 
tures were $60,651,275. Total losses paid were 
$42,114,300. 

Coming down to such figures as are at pres- 
ent available for comparison it was found that 
72 mutual casualty companies had an unearned 
premium reserve in 1925 of $10,519,821, as 
against a similar reserve of $16,514,485 in 1924. 
The loss reserve of these 72 companies 
amounted to $38,113,127 in 1025, as against 
$33,625,601 in 1924. Dividends paid to policy- 
holders by the 72 mutuals in 1925 amounted to 
$0,862,213. Similar figures showing the re- 
sults obtained by 305 stock casualty companies 
in 1925 were presented in last week’s issue of 
THE SPECTATOR. 

Mutual casualty companies operating in New 
York State in 1925 did a large volume of busi- 
ness in the more important casualty lines. All 
such companies operating in New York had, 
for automobile liability, earned premiums of 
$7,641,481, with losses incurred of $2,756,226 
and a ratio of losses incurred to premiums 
earned of 36.1. The acquisition cost on this 
line was $1,147,172, with a ratio to premiums 
earned of 15. In workmen’s compensation, the 
New York writing mutuals had premiums 
earned of $29,234,301 and losses incurred of 
$17,405,950. The ratio of losses incurred to 
premiums earned was 59.6. The acquisition 
cost on workmen’s compensation was $1,244,- 
706, with a ratio to premiums earned of 4.3. 

Automobile property damage written by the 
New York operating mutuals totaled earned 
premiums of $2,708,504, with losses incurred 
of $1,238,711 and a ratio of losses incurred to 

(Concluded on page 19) 
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— Governor of Pennsylvania, having re- 
cently been heavily defeated in the race 
for nomination to the United States senator- 
ship, looked around him the other day to sce 
what the trouble could be, and vented some of 
his spleen upon the Honorable Samuel W. 
McCulloch, former Insurance Commissioner of 
that State and a faithful servant of his Com- 
monwealth for over forty years. Not satisfied 
in securing Commissioner McCulloch’s resig- 
nation, he volunteered the information to the 
newspapers that the resignation had been re- 
quested upon grounds of inefficiency. This in 
spite of the fact that Mr. McCulloch was 
deputy under Thomas B. "Jonaldson, the most 
efficient Commissioner Fennsylvania ever had, 
and won the latter’s approval to such an extent 
that he recommended Mr. McCulioch as his 
successor. Mr. McCulloch was highly regarded 
in the National Convention of Insurance Com- 
missioners. It has been well understood that 
he was greatly handicapped in his work by the 
retrenchments in his budget, which were forced 
upon him by the penny-wise governor. 
x * * 

EING about to go on a vacation, it occurs 

to this writer to wonder what the effect of 
the American vacation system may be upon 
longevity and the general health of the public. 
The theory of the vacation is to provide an 
opportunity for some consecutive rest and also 
to get away from business cares. Probably 
about 90 per cent of the vacationists get away 
from business cares, all right, but as to the con- 
secutive rest—well, that is another matter. Per- 
haps some time some of the eminent statis- 
ticians of the life insurance business will probe 
into the matter of vacations. We hope they 
discover that everyone should take at least one 
month, if not more. 

ikke: 

The life insurance record breakers seem to 
have neglected one field for their operations. 
An inquiry at this office for the record number 
of applications taken in one week caused us to 
do considerable searching without much re- 
sult. Daily and monthly records have been 
made and remade many times during the past 
two years, but no one seems to have tried for 


the weekly honors. 
* * x 


HE staid actuaries who constitute the 

membership of that august body, the Act- 
uarial Society of America, must have been 
somewhat shocked to note the latest use to 
which some clever gentleman has put the 
American Experience Table of Mortality. This 
man lost the affections of his wife and in suing 
for alienation used the table to figure out that 
his ‘wife could be expected to live for 32 years 
more, and, as she earned $85 per month, he sued 
for $32,640. Some opportunist who is also an 


actuary will soon open an office for the giving 
of expert advice in questions of alimony. 





HOSE who believe in the enforceability of 

the acquisition cost rules for fidelity and 
surety writings are viewed by some as fated 
Titans piling Ossa on Pelion in a vain attempt 
to reach an unattainable Olympus. The doubt- 
ers look to see Cyclopean agents forge Jovian 
thunderbolts of competition which will over- 
come the best laid plans of the ambitious ones. 
As a matter of fact those rules, like the cas- 
ualty regulations which they suceceded, can 
probably be put into effect by companies that 
are well established and have developed control 
over substantial volumes of business, Rear- 
rangement of facilities here and there, plus a 
willingness to carry the idea to a successful 
conclusion, will do the trick if the companies 
really want it done. For smaller organizations, 
forced to compete on the same cost basis with 
large carriers and without the specialized ser- 
vice facilities of the latter, the fidelity and 
surety rules undoubtedly do offer difficulties. 
Add to this the opposition to the plan that has 
developed in the West and the issue becomes 
rather uncertain in several aspects. “Not all 
the arrows of Attilla can do the damage of a 
trickle of sand in an hour glass,” though, and 
the future will decide the issue. 

* * x 

HARILES HOLLAND, president of the 

Independence companies of Philadelphia, 
and R. A. Mansfield Hobbs, counsel and mem- 
ber of the board of the two organizations, who 
are on a trip abroad, made their first aeroplane 
flight from London to Paris recently. Accord- 
ing to Mr. Hobbs, they had a “great thrill.” 
The flight was made at an altitude of 4000 
feet and a speed of 90 miles per hour. Visibil- 
ity was particularly good that day and both 
the experience. They will motor 
through France and then return to the British 
Isles. 


enjoyed 


* * * 

HOSE who think that careful driving of 

automobiles is the general practice may 
well take cognizance of the report of Charles 
A. Harnett, commissioner of motor vehicles 
for New York, covering the last two weeks of 
July. During that time 524 licenses were re- 
voked or suspended. There were 42 revocations 
and 310 suspensions in New York City and 
Brooklyn, while in other parts of the State 
there were 43 revocations and 120 suspensions. 
Safety work is accomplishing a good deal, but 
time has not yet arrived when efforts in this 
direction can be relaxed. 

x * * 

HE height of governmental interference 

and regulation has at last been reached. 
And in Canada too! Witness this quotation 
from a recent advertisement of Abercrombie 
& Fitch Company, sporting goods department 
store, as printed in the World, New York: 
“Official Shooting License Agents for the 
Providence of Quebec.” 
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U SUALLY when a celebrity starts a fad 
those who carry it out are the flappers 
and the lounge lizards. But when Helen Wills 
first appeared upon the tennis courts with her 
visor eyeshade, it is safe to say that little dig 
she think she was establishing a style in head- 
ware for truck drivers, chauffeurs and ‘long. 
shoremen. Quite a precedent for a Pretty girl 
to establish! Now there is a flourishing bysj- 
ness started manufacturing these capless visors 
of celluloid. A cheerful thought is that the 
year will probably prove them to be a fire hay. 
ard of no slight importance. 
* * * 
UDYARD SMITH had a wife and 
daughter. The wife's incidental, but Mil- 
dred—a cute little flapper, with blue cyes and 
dark brown hair—is not, at least in this story. 
Their home on Long Island burned down, and 
the next day at the office, Ruddy was accepting 
the condolences of a friend. 
“Ah, well, my daughter is going to marry,” 
sighed Mr. Smith. 
“Who is the lucky man?” inquired his friend, 
“I am!” snapped Mr. Smith, realizing the 
world isn’t such a tough place after all. 
* *€ * 
T the recent convention of the Fire Chiefs 
- of Ohio, garages built under houses, 
apartments and stores were voted the most 
dangerous of fire hazards. 
* * * 
PEAKING or firemen, did you know that 
\* George Washington was one of America’s 
first firemen? In 1750 he belonged to the vol- 
unteer fire-fighting force of Alexandria, Va. 
Each member agreed to carry to every fire two 
leather buckets of water and several yards of 
linen, which ‘to help smother a 


heavy with 


blaze. 
* *€ * 
ANADA leads the world in the matter of 
fire losses, and it is said that 85 per cent 
of these are preventable. 
* *€ * 
OU probably recall reading a short while 
ago about the volunteer fire organization 
on Long Island that started fires so it could 
have the honor of being the first on the scene 
to put them out? A writer in the Boston Globe 
facetiously suggests that in the future any such 
over-zealous organization might send the fol- 
lowing card to their captain: 

“This is to announce that the firemen of Hose 
Company No. 8 will give a series of six fires 
at the homes of deserving citizens during the 
coming week Your presence is cordially re- 


quested. A list is being sent you. . . . In 
formal. RS; VBP 
* * * 


N Turkey the cities haven’t any fire depart- 

ments, but each insurance company has tts 
own little group of fire-fighters. So in Turkey 
if one hasn’t any insurance, he has to put out 
the fire himself: 
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ARM THE HONEST MAN 

O far in 1926, New York city has 

seen seventeen policemen and de- 
tectives shot by gunmen. Oj the seven- 
teen, two among those who recovered 
were shot a second time within the year. 
Six of the guardians died of their 
wounds. Surely that is ‘a record rivaled 
only by Chicago! 
are influenced to no little extent by the 
efficacy of law enforcement. The time 
for kid gloves, kind hearted parole boards, 
legal delays and clever juggling of evi- 
dence on the part of defending attorneys 
has long since past. What is needed is 
action, decisive and striking terror into 
the hearts of criminals. Just now the citi- 
zenis the terror stricken one. The day of 
yellow journalism hysteria should be 
drawn to a close. Six or more news col- 
umns about bandits and six inches of 


Insurance premiums 


news regarding national treaties is not a 
proportion conducive to proper education 
of the people. 

Remedies or fancied panaceas for the 
situation are being offered in plenty. 
These should be sifted in the sieve of 
eficiency and, when proved workable, 
employed. Talking about the ease with 
which guns can be obtained means little 
or nothing. An article in Liberty, a na- 
tional weekly, for August 14, bears out 
this statement. The article is entitled 


“How Johnny Gets His Gun” and makes 
interesting reading of a kind. It purports 
to show that now, when revolvers and 
Pistols can be purchased by mail and in 


many other ways, a new crop of young 
gunmen has sprung up from the Cadmian 
dragon teeth of bullets. The 
rate is rising and, according to the im- 
plication in the article, if guns could not 
be procured so easily they would gener- 
ally be found only in the hands of known 
criminals whose 
stantly watched, and the murder rate 


murder 


movements are con- 


would fall. That is a pretty theory not 
borne out by the facts. In other words, 
it is assumed that if guns were not ob- 
tainable, the number of homicides would 
If this is true, then the rate of 
should been 


decrease. 
deaths by homicide have 
much greater before there was any con- 
trol of the sale of pistols and revolvers. 
Strangely enough, the exact opposite 1s 
the case! 

Many States now have laws forbidding 
the possession of a pistol or revolver 
without a permit. New York is a leading 
example of this. The difficulty of secur- 
ing a pistol or revolver in New York, un- 
less you are a bank treasurer or similar 
individual or have a “friend higher up,” 
is so great that honest citizens find it im- 
possible to arm themselves. The dishon- 
est element is always armed since laws, to 
it, mean nothing. Criminals can and will 
always have guns and if a Federal pro- 
hibition against pocket 
passed, gunmen will smuggle weapons or 
make their own. The honest man who 
wants a means of protection when the au- 


weapons is 


thorities are absent will be the one to 
suffer. 

According to the homicide record, as 
exclusively published in THE SPECTATOR 
from year to year, 28 American cities in 
1022 


Jimmy 


with a population of 20,921,238, 
1923 


had 1,877 deaths by homicide. In 
the same cities, with a population of 21,- 
274,700, suffered 2,176 such deaths. In 
1924, they, with a population of 21,445,- 
413, witnessed 2,219 homicides. In 1925 
the population of these cities had risen to 
21,495,140 and the number of homicides 
to 2,306. Preliminary statistics for 1925, 
in 77 cities, showed a population of 28,- 
799,744 and a homicide record of 3,208 
deaths. Thus the homicide record rose 
constantly, even in its rate per 100,000 of 
population, although pistols and revolvers 
were more and more beyond the reach of 
honest citizens. 

In New York, before the introduction 
of the Sullivan Law making permits es- 
sential to the possession of a pocket gun, 
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the homicide rate was comparatively low. 
After the passage of the Sullivan Law, 
the rate began to climb rapidly. Now, 
that law may not have been the only in- 
fluencing factor, undoubtedly was not, 
but it did constitute an important reason. 
As a matter of fact, the real impulse be- 
hind the callow youths of twenty or there- 
abouts who are bidding for fame as gun- 
men today is twofold. They want some- 
thing for nothing and they know that in 
the majority of cases the vicitim will be 
unarmed. By the time policemen or de- 
tectives arrive the deed is done. Honest 
men should be able to prove their honesty 
and arm themselves. Against criminals, 
the slogan should be “Kill first and talk 
afterwards.” The result of such a method 
of procedure would soon be reflected in 
the cost of insurance. 


c* )D advice is cheap. It is being 
continually handed out to us “from 
the cradle to the grave.” As it is cheap, 
costing people nothing to receive it, ac- 
cepted it is—and tossed aside. However, 
for the person who gives it, there is usu- 
ally a cost price somewhere and naturally 
he does not like to see others ignore his 
words of wisdom or, at the best, accept 
them with mild toleration. Finally, he 
gives up—disgusted. Possibly, he com- 
ments about the unappreciative one as 
follows: “Let him suffer several times 
and then he’ll wake up! I shall no longer 
waste my breath on him.” This is the 
attitude of the cities of Kalamazoo, Cleve- 
land and Cincinatti towards persons who 
ignore the advice and instructions of the 
fire prevention orders. Heretofore, these 
cities—like most others—have had their 
“fire weeks,” during which fire prevention 
was hammered at the populace. This 
cost the cities money; the propaganda, 
too, was based upon costly experience. 
The people’s ignoring the “word from the 
wise” in time cost more money. Dis- 
gusted, these cities decided to strike the 
people in their softest spot—their own 
pocketbooks. They enacted ordinances 
fixing the costs of extinguishing fires 
upon the people disobeying fire preven- 
tion orders! From reports, it appears 
that desirable results are being obtained. 
The people are finding that they cannot 
all be Neros and fiddle unconcernedly 
while millions of dollars vanish amid 
flame and smoke. The cities named have 
done wisely. 
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WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible 

To live at all humanity must fight disease, from birth. 

The advance made into the terrain of this common enemy in recent years, chiefly through discoveries 

in pure science, makes a story more thrilling than Stanley’s journey across the Dark Continent, more 

romantic than Amundsen’s flight over the Top of the World. 

Whatever science is now saving through a better longevity has hitherto been waste, but a waste mankind 
in the mass could not control; it could however and, in a limited way, now does, avoid utter waste through 
co-operation. 

Outside of disease there are other enemies to be overcome. 

Amongst these enemies are: 

Ignorance; 

ar; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility; 
Lack of appreciation of the value of human life, the only real value in the world. 

ALL THESE ARE CONTROLLABLE ENEMIES 
The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great cause of waste. 

Human life, the only real value, is now constantly snuffed out by its controllable enemies leaving 
liabilities and not assets. Intelligent co-operation can prevent that. 

Every life is an asset to everybody if it is not wasted. 

War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadlier 
foe than war. 

Premature death from disease, which happens in spite of all scientific knowledge, is without a specific 
plan to meet it, sheer waste. 

Premature death from war not only destroys values and disrupts life plans but leaves debts for other 
people to pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less 
burdensome. 

Premature death from any cause usually means helpless wives and mothers, children either half edu- 
cated or educated in crime, all at the expense of society. 

The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer, 
liquidates liabilities and gives children a chance. 

While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in 
business, the blunders of ignorance, rivalries in the churches, and the cruelties of the strong, lifting the 
burdens imposed on society by the lazy and the incapable, Life itself (individuals, men, women, children) 
must, in order to preserve its great but fugitive value, organize intelligently; it must express itself in 
current values, must through co-operation translate itself into bonds, mortgages, real estate and cash. 
That sounds materialistic; but there is no other even partial equivalent for the intangible personality 
which, living, is of immeasurable value and eliminated without a program which in part replaces it, be- 
comes worth less than nothing. 

How to do all that as against both kinds of waste, the controllable and the uncontrollable? 

Did you say Life Insurance? 

Of course you did. 

LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO,HUMANITY 
TO STOP WASTE. : 

IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEWIBILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO 
THE OCEAN OF WASTED VALUES. 

Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, 
first in its fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, 
almost first now in its accumulations. 

Ask at one of Branch Offices about this Company. Learn how you can eliminate waste; how you 
can serve yourself and your neighbor as well. 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN L. KINGSLEY, President. 
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LIFE INSURANCE 








c. G. ARNETT IS PRES= 
IDENT 


Confirmed in Election as Head of In- 
ter-Southern Life 


IS EXPERIENCED ORGANIZER 


Company Writing Travel Accident Poli- 
cies With Philadelphia Public Ledger 
Carey G. Arnett, managing director of the 

Inter-Southern Life Insurance Company of 

Louisville, has been made president of that or- 

ganization, succeeding James R. Duffin, who re- 

signed last week after about fifteen years as 
head of the company. The resignation of Mr. 

Duffin and the assumption by Mr. Arnett of 

direction as head of the company was noted in 

Tue Spectator for August 12. 

President Arnett, who took charge of the 

Inter-Southern after purchase of control had 





Carey G. ARNETT 


been effected by Rogers Caldwell & Company 
of Nashville, is well known in the life insur- 
ance business, having heen vice-president of the 
Continental Life of St. Louis; super!ntendent 
of agents for the Missouri State Life, and hav- 
ing held executive positions with 
Southern life insurance companies. He is a 
native of Georgia, and is vice-president in 
charge of insurance transactions for Caldwell 
& Company, who are investment bankers and 
who control the Inter-Southern Life, the Mis- 
souri State Life, the Cotton States Life and 
the North American Life. The Inter-Southern 
has made rapid strides during recent months, 
and July was the largest production month in 


various 


the history of the organization, life insurance 
totaling $4.300,000 having been written. 
Describing the broadening scope of activity 


of the Inter-Southern, President Arnett 





pointed out that the company has just entered 
the travel accident insurance policy field in con- 
nection with the Philadelphia Public Ledger. 
Regarding this departure, President Arnett 
said: 

One of the outstanding achievements of the 
company that has taken place during the past 
few weeks is the contracting with the Philadel- 
phia Public Ledger for the newspaper accident 
policy. This is the second largest newspaper 
that has ever used the travel accident policy 
for the purpose of increasing circulation, and 
the Inter-Southern is now selling policies at 
the rate of 500 a day through this connection. 


Atlantic Life Convention at Spring Lake 
Beach 

RicHMOND, VaA., August 17.—According to 
announcement just issued to its field force, the 
Atlantic Life, of this city, will hold its next 
Aces’ Convention at Spring Lake Beach, N. J. 
The Essex and Sussex Hotel will be conven- 
tion headquarters, and the meeting will be held 
on September 7, 8 and 9, 1927. Previous ccn- 
ventions have been held in the winter, but the 
company determined last February, when the 
club met in Jacksonville, Fla., to abandon this 
plan. The qualification period will run from 
mid-vear to mid-year. 


Liberty Life’s ““Home-Coming”’ Party 

Cuicaco, Itt., August 16.—The Liberty Life 
Insurance Company of Illinois is to hold its 
fifth annual home-coming convention at its Chi- 
cago home office on August 25, 26 and 27. The 
meeting will be opened by E. H. Carry, director 
of agencies, with President M. O. Bousfield 
leading off the list of speakers. There will be 
the usual sales discussions and inspirational 
talks and a luncheon of the $100,000 Club, with 
a banquet and prize presentation as the final 
act on Friday evening. 


S. W. McCulloch Resigns 
(Concluded from page 3) 
Navy intelligence section. For several years 
he was employed by Philadelphia newspapers. 

Governor Pinchot in announcing the appoint- 
ment said: 

Einer Barfod is one of the most fearless and 
effective public servants I have ever known. 
The record he has made in the Bureau of 
Securities is a most remarkable one. 

It is because of his most unusual capacity in 
handling such problems as come before the 
Department of Insurance that I have ask him 
to take the Commissionership. I am deeply 
gratified at his acceptance. 


E. A. Woods Agency Has $500,000,000 
Insurance in Force 
On July 31, the insurance in force through 
the Edward A. Woods Agency of the 
Equitable Life Assurance Society, New York, 
in Pittsburgh passed the $500,000,000 mark. 
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LIFE GAINS 


1926 Production for Seven Months Is 
Up to 9.8 Per Cent 





FORTY-FIVE COMPANIES REPORT 


Life Presidents Association Says Total 
New Business Was $6,599,000,000 


New life insurance production during the 
first seven months of this year was 9.8 per cent 
greater than during the corresponding period 
of 1925. Such writings during July were 6.2 
per cent greater than during July of last year. 
These results are shown by a compilation for- 
warded by the Association of Life Insurance 
Presidents to the United States Department 
of Commerce last week. The report combines 
the records of new life insurance production— 
exclusive of revivals, increases and dividend 
additions—of forty-five members which have 
81 per cent of the total life insurance outstand- 
ing in all United States legal reserve com- 
panies. 

For the seven-month period, the new business 
of all classes written by these 45 companies was 
$6,599,000,000, as against $6,010,000,000 during 
the same period of 1925—an increase of 9.8 
per cent. New ordinary insurance amounted 
to $4,623,000,000, against $4,341,000,000—a gain 
of 6.5 per cent. Industrial amounted to $r1,- 
479,000,000, against $1,314,000,c00—an increase 
of 12.6 per cent. Group was $496,000,000, 
against $354,000,000—an increase of 40.0 per 
cent. 

For the month of July the total new in- 
surance was $031,000,000, against $877,000,000 
during the same month of 1925—a gain of 6.2 
per cent. New ordinary amounted to $6509,- 
000,000, against $639,000,000—a gain of 3.1 per 
cent. Industrial amounted to $194.400,000, 
against $183,000.000—a gain of 6.2 per cent. 
Group was $78,000,000, against $55,000,000—a 
gain of 42.2 per cent. 





Equitable Life Does Not Require Filed 
Trust Agreements 


No longer does the Equitable Life Assur- 
ance Society of the United States, New York, 
require its policyholders to file with it copies 
of trust agreements pertaining to the benefits 
under its policies at the time of issuing a policy 
or of changing the beneficiary to a trustee. The 
applicant, in the case of new insurarice, will 
now have to state on its beneficiary line: “For 
the benefit of Trust Company as trustee.” If 
the policvholder wishes to file a eopy of the 
agreement the company wil! receive the docu- 
ment and certified copies will immediately be 
forwarded to the home office. 
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GREATER 





The New I-S Plan Is Ready 
To Discuss With Agents 


PLAN absolute- A New Method of Developing and —in every phase of 


ly unique 
among methods of 


life insurance has 
been developed by 
the Inter-Southern 
Life Insurance Company. It is a spe- 
cially constructed plan, perfected by as- 
sembling the ideas of field experts, and 
based upon twenty years of studying ways 
and means of overcoming resistance met 
by agents and increasing their sales and 
earnings. 

It comes nearer, we believe, to complete- 
ly solving the needs of the individual 
underwriter, than any other plan that 
has ever been devised. 


Its keynote is cooperation. Cooperation 


Handling Business. Perfected 
: after 20 years of Studying Agents’ 
selling and handling Needs. It will Double Your 
Sales and Profits. 


dealing between the 
home office and the 
underwriter. Co- 
operation — in a 
most unusual man- 
ner — in developing 
prospects. Cooperation—in entrenching 
and advancing the agent in his com- 
munity. 


It is not too much to say that the applica- 
tion of this plan to your work will double 
your results and profits. It will assure 
your future independence and security 
even as our policies give this assurance to 
those who own them. 


To learn more of this new insurance plan, 
and its provisions for building your busi- 
ness and success, write today direct to— 


CAREY G. ARNETT, President 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


ESTABLISHED - 1905 - IN 


- LOUISVILLE - KENTUCKY 


Capital, Surplus and Reserves for the Protection of Policyholders - $11,806,168.68 
Payments made to Policyholders and Beneficiaries Since Organization $11,605,980.55 





INTER-SOUTHERN 
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COMPANY ORGANIZING 


United Benefit Life Starting in 
Nebraska 





H. S. WELLER IS PRESIDENT 

Be Allied With Mutual 

Health and Accident 

The United Benefit Life Insurance Company, 
of Omaha, is being organized under the laws 
of the State of Nebraska governing legal re- 
serve life insurance companies and the articles 
of incorporation were recently approved. The 
capital stock is $200,000, with a paid-in surplus 
of $100,000. The company is being organized 
as the companion company of the Mutual 
Benefit Health and Accident Association, of 
Omaha. It will begin writing business late 
this fall. 

The officers of the life company are: H. S. 
Weller, president; F. W. Engler, vice-presi- 
dent: C. C. Criss, treasurer; Miles Scheaffer, 
secretary, and N. L. Criss, medical director. 

The above are the same as the officers of 
the Mutual Benefit Health and Accident Asso- 
ciation, with the exception of Miles Scheaffer, 
who will be secretary of the life company. 

Miles Scheaffer was formerly Insurance 
Commissioner of Indiana and has had a varied 
and unusual experience in the life insurance 
business. For a number of years he was asso- 
ciated with the Frank J. Haight consulting act- 
uarial firm, of Indianapolis, Ind. Since sever- 
ing his connection with Haight’s, he has been 
doing independent consulting and systematiz- 
ing work in the insurance field. His acquaint- 
ance among company officials and State Insur- 
ance Commissoners is quite extensive and most 
favorable. 

The Mutual Benefit Health and Accident 
Association operates in  thirtv-two Middle 
Western States, and net premiums collected 
last year amounted to approximately $5,000,- 
000. The life company will operate in the 
same States, with one or two exceptions, and 
in most cases the agency force of the accident 
company will handle the business of the new 
life company. 


Will Benefit 


Alvin T. Haley Is Sales Promotion Man- 
ager of Jefferson Standard 

Alvin T. Haley has been appointed sales pro- 
motion manager of the Jefferson Standard Life 
Insurance Company, Greensboro, N. C. The 
sales promotion department will carry on the 
advertising and general sales promotion work. 
In addition, that department will direct educa- 
tional work among the field forces. 

Mr. Haley has spent practically all of his 
business life in advertising and selling work. 
He was with the Alexander Hamilton Insti- 
tute of New York for several years but, rec- 
ognizing the big opportunities in the life in- 
surance field, entered the business as a soliciting 
agent. His first life insurance experience was 
with the Jefferson Standard. 

He afterward served as supervisor for the 
Jefferson Standard. More recently he has been 


with the Equitable Life, of New York, as a 
district manager in the Raleigh-Roanoke 
Agency, which position he resigned to join the 
Jefferson Standard. 


COLUMBUS MUTUAL’S CONVENTION 
Company’s Agents Meeting in Home Of- 
fice City This Week 
The Columbus Mutual Life Insurance Com- 
pany is holding its annual agents’ convention 
this week—August 18, 19 and 20—at the new 

Neil House, Columbus, Ohio. 

Wednesday morning was devoted to the reg- 
istration of agents and guests and in the after- 
noon there was an address of -welcome, fol- 
lowed by a talk on “Life Insurance as a Sys- 
tematic Means of Thrift,” by L. E. Bilyeu. 
Harry C. Pitts and Clude E. Wilson also 
spoke. There was then a round table discus- 
sion of insurance matters until 4:30 o’clock. 
The busy day closed with an automobile trip 
to O’Shaussney Dam, where all attended a pic- 
nic supper. 

The speakers slated for Thursday morning 
are: Charles F. Sprague and Dr. S. S. Hueb- 
ner, professor of insttrrance at the University 
of Pennsylvania. The principal speaker for 
the afternoon session is Charles M. Cartwright, 
managing editor of the National Underwriter. 
Others on the program with him are: Elmer 
A. Newark, E. R. Kuck, J. E. Harriman, H. 
B. Tibbals and John W. Penman. At six- 
thirty there is to be a banquet, during which 
Uleek Club and chorus will entertain. After 
the banquet, F. D. Van Amburgh, editor of 
The Silent Partner, will speak on “How to 
Fail.” 

The whole of Friday will be devoted to ad- 
dresses on the various forms of life insurance, 
the program starting with a talk by George J. 
Heinzelman, known as the company’s “Giant 
Salesman,” on “The Giant Policy.” 


NEW COMPANY READY 
Northwestern Life and Accident to Start 
August 22 

Announcement is made from the home of- 
fice in the Central building, Seattle, that the 
Northwestern Life and Accident Company, 
Washington’s new home life insurance com- 
pany, has been authorized to transact business. 

The new company was financed well within 
the limit prescribed by the Washington law, 
the capital stock figure at this time being $116,- 
100, with surplus of over $50,000. Over fifty 
of the agents of Northwestern Mutual Acci- 
dent Association have been licensed to write 
life business, among whom are a number of 
experienced life men and the opening day, 
August 20, is expected to produce net results in 
applications for at least a half million dol- 
lars of insurance. 

The officers are: T. C. Brownlee, president; 
N. H. Seil, secretary and treasurer; Dr. H. A. 
Wright, medical director, and W. M. Whitney, 
attorney. The company will write the various 
forms of life and endowment insurance and 
will feature a charter policy combining new 
provisions, giving all advantages. 
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WILL REVIEW DECISION 





Supreme Court to Rule on Maccabees’ 
Merger 





ACTION IN SEPTEMBER 





Protest of Opposition to Be Heard Then— 
Plans Going Forward Meanwhile 

LansincG, (Micu., August 16.—The decision 
of Judge Leland W. Carr in circuit court here 
denying application of Mrs. Nora M. Cate 
and other foes of the merger of the Maccabees 
and the Ladies of the Maccabees, large Michi- 
gan fraternal benefit societies, for a permanent 
writ of injunction to prevent the consolidation, 
will be revived by the supreme court, it appears, 
as the result of further action by the Cate fac- 
Opponents of the merger, as a final move 
to block its consummation have filed an appeal 
in the State supreme court, a writ of mandam- 
us being asked to compel Judge Carr to set 
aside his order and reinstate the protest of the 
complainants. 

In their appeal, it is set forth by the minor- 
ity bloc’s counsel, the Lansing firm of Thomas, 
Shields & Silsbee, an interpretation of the 
existing statutes is sought. Judge Carr main- 
tained in his decision that the law prevents an 
individual from launching suit to prohibit the 
merger of fraternal organizations. He ruled 
that any such actions must be launched by the 
attorney-general. Counsel for the Cate fac- 
tion contends this law applies only to dissolu- 
tions or receiverships. Error is also claimed 
in Judge Carr’s action in dismissing the bill of 
complaint in which it was charged that pro- 
ponents of the merger perpetrated fraud in 
bringing about such consolidation. The peti- 
tion will probably not be acted upon by the 
high court until September due to the summer 
recess. 

In the meantime, officers of the two orders 
are going ahead with details of the merger, se- 
curities valued at $2,800,000, the property of 
the women’s organization, having been trans- 
ferred from the former L. O. T. M. headquar- 
ters in Port Huron to the Detroit Maccabee 
headquarters in an armored car. Mrs. Frances 
E. Burns, great commander of the L. O. T. M., 
says that the merger makes the new order com- 
pletely solvent and one of the strongest in the 
world. She said she and other officers have 
sought such a consolidation for 30 years. 


tion. 


Des Moines Life Men to Meet 

The “Co-operators” of the Des Moines Life 
and Annuity Company will meet at Lake Oko- 
boji, Iowa, on Thursday and Friday, August 
26 and 27. The meetings will be held at the 
Manhattan Beach hotel, and will be attended 
by all agents of the company. W. E. Bil- 
heimer of St. Louuis will conduct the sales 
meetings of the convention. 


Franklin Life’s Convention 
About 200 officers and agents of the Frank- 
lin Life, Springfield, are meeting in Philadel- 
phia this week. 
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Like Junior 
Salesmen— 





BINA ADVERTISING \_\> 
Does Much of the 


Introductory Work 


VERY AXTNA-IZER has. at his 


command a large corps of “junior 








salesmen” to ‘pave the way for his per- 
sonal interview. 


They won’t, of themselves alone, close 
much business, but they will point out 
the hazard and explain the applicable 
form of Etna protection. 





Etna folders, posters, window dis- Each one carries the prestige of 
plays, newspaper advertisements, the A®tna Afhliated Companies 
theatre advertising, and all the rest and presents further evidence that 
are available to every Atna-izer the A‘tna agent is a ‘‘man worth 
who will put them to work. knowing.”’ 


It Certainly Pays to be an FETNA-IZER! 


/ETNA LIFE 
INSURANCE COMPANY 


and affiliated companies | 


fETNA CASUALTY & SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 


AUTOMOBILE INSURANCE COMPANY 


a 





of Hartford, Connecticut 
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OPENING SESSIONS 


National Fraternal Congress Meets in 
Buffalo 


ADDRESS OF BINA M. WEST 


Fraternals May Enter Group Field—James 
A. Beha on Program 

Burrato, N. Y., Aug. 17.—Fraternal benefit 
societies should remain true to their traditional 
policy of insurance at the lowest cost con- 
sistent with safety, Miss Bina M. West, Su- 
preme Commander of the Woman’s Benefit 
Association, Port Huron, told the opening ses- 
sion of the National Fraternal Congress here 
today. She opposed suggestions by some fra- 
ternalists that the Congress favor legislation 
making unnecessary the lodge system and ritu- 
alistic work for fraternal orders. She warned 
the Congress against the advisability of some 
fraternal orders entering the field of commer- 
cial insurance companies and urged that lodge 
work be revitalized in order to interest and 
attract young people, giving them a chance to 
serve. “Shall 
ternal benefit societies or shall we become in- 
surance fraternities and go still farther into 
the commercial insurance field, take on the load 
of taxation and burdensome laws and restric- 
surround commercial insurance 
companies for the very doubtful advantage of 
writing all the contracts for commercial fea- 
tures which they write, with a high mortality 
table and an increased cost of operation?” she 
asked. There is an evident split in the Con- 
gress regarding the American Experience Table. 
Miss West is a strong opponent to adoption of 
the table, although it is the basis of rate fixing 
by many fraternal members of the organiza- 
tion. 

John R. Frazer, Grand Master Workman of 
the A. O. U. W. of Arkansas, discussed the 
growth of group insurance during the past six 
years, declaring that it would not be difficult to 
adapt this type of policy to fraternal societies. 
The principal amendment required is that per- 
taining to medical examination, he said. There 
are only ten States that do not now permit 
the writing of life insurance without medical 
examination and certain changes in their laws 
will be necessary. An effort will be made to 
change them in the next session of the legisla- 
tures, he said. It would be equally possible for 
fraternities to have these laws amended in all 
the States, permitting the writing of group 
Msurance and other insurance as well, from 
$2000 to $5000 without medical examination, he 
asserted. He thought group insurance is be- 
coming one of the most important factors in 
the insurance business. 

A. W. Frye, Supreme Commander of the 
Maccabees, said: “High-powered industrialism 


we continue to work as fra- 


tions which 


'S responsible for cutting an average of eight 
years from the lives of industrial workers who 
start work at or before the age of twenty 
The rush and pressure of piece work, 
the constant noise and vibration of machinery 


years, 


and the necessity of standing or sitting in one 
position for long hours which leads to cramp- 
ing and eventual impairment of the vital organs 
are chief among conditions.” 

Hon. James A. Beha, Superintendent of In- 
surance for New York, is one of the important 
speakers on the program. The open contract 
will be discussed and an address on “Stop, 
Look and Listen,” by Sidney H. Pipe, is sched- 
uled for Wednesday. will continue 
until Thursday evening. 


Sessions 


Memorial on Death of Dr. Robert L. 
Lounsberry 

The Security Mutual Life of Binghamton, 
N. Y., has just gotten out a memorial booklet 
in honor of the late Dr. Robert L. Lounsberry, 
who died recently as he was returning from 
the third annual club convention held at Min- 
neapolis. He was stricken shortly after he 
had retired to his berth and died as the train 
neared the little town of Adams, Wis. 

Dr. Lounsberry was medical director for the 
Security Mutual Life for thirty years and, to 
quote from the booklet, “conscientious, hard- 
working, never sparing himself where the in- 
terest of the company was concerned, he year 
after year performed the duties of an exact- 
ing position, always giving the best that was 
in him.” 


Haley Fiske Writes in Collier’s 

Haley Fiske, president of the Metropolitan 
Life Insurance Company of New York, has 
written an article for last week’s issue of Col- 
lier’s, the national weekly, in which he de- 
scribed the provisions made by his company 
for loaning money to builders of low-rental 
apartment houses at 5 per cent interest up to 
two-thirds of the value of the buildings. The 
offer, says President Fiske, is made possible 
by the terms of a new housing law which has 
just been passed in New York and is applicable 
only to such transactions. His article is in- 
formative and well worth reading. 


Death of Robert Brown 

Robert Brown, general manager, secretary 
and treasurer of the American Life Insurance 
Company of Denver, Colo., died recently as 
the result of heart complications following an 
attack of pneumonia. Mr. Brown was actively 
engaged in masonic work and in 1923 was Po- 
tentate of El Jebel Temple, A. A. O. N. M. S. 
His wife, two daughters and a son survive 
him. 


Local Agencies Consolidate 

Newport, Arxk., August 14.—A deal con- 
solidating two local insurance agencies was 
consummated between the Newport Farm Loan 
Company and the Jackson County Insurance 
Agency, the latter being absorbed by the former 
company. The Jackson County Insurance 
Agency was organized early this year, being 
a continuation of the Hite Realty Company. 
It was owned by W. N. Dunaway and Joe L. 
Bevens. The Newport Farm Loan Company 
was organized in 1919. 
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PROGRAM COMPLETED 


Life Office Management Association 
to Meet Sept. 30 and Oct. 1 


SPEAKERS AND THEIR TOPICS 


Discussion Plan to Be Followed for Ses= 
sions—Gathering in Chicago 

The program for the 1926 annual meeting of 
the Life Office Management Association has 
been completed. The convention will be held 
at the Edgewater Beach Hotel, Chicago, on 
September 30 and October 1. The discussion 
plan will be followed for the sessions and the 
events already scheduled are as follows: 


TuHurRSDAY MorNING 

8:20 to 10.00.—Registration and ‘‘Get Together’ 
meeting. 

10:00.—Conference called to order by President 
Henry Wireman Cook, vice-president and medical 
director of the Northwestern National Life Insurance 
Company. 

11:00.—‘The Present State of the Art of Office 
Management,” by W. F. Leffingwell, president, the 
Leffingwell-Ream Company of New York city. 


Tuurspay AFTERNOON 

1:30 to 2:30.—Discussional conference: 

“Application of Office Machinery to Home Office 
Clerical Routine (including plans for duplicating an- 
naul statement).”’ 

2:30 to 3:30.—Discussional conference: 

“Retirement and Pension Plans for Life Insurance 
Companies,” chairman J. G. Parker, actuary, the 
Imperial Life Assurance Company of Canada. 

Discussion led by: H. H. Allen, assistant secre- , 
tary, the Mutual Benefit Life Insurance Company. 

3:30 to 4:30.—Discussional conference: 

“Organization, Operation ard Control of a Sten- 
ographic and Typing Department, including Corre- 
spondence Supervision,” chairman F. L. Rowland, 
the Lincoln National Life Insurance Company. 

Discussion led by: H. C. Pennicke, manager plan- 
ning and personnel, American Central Life Insurance 
Company. 


TuHurspAY EveNniInG 
Informal Banquet.—Edgewater Beach Hotel. 


Frirpay MornincG 

9:30 to 10:30.—Conference convenes in banquet 
room, Edgewater Beach Hotel. Chairman Franklin 
B. Mead, vice-president, the Lincoln National Life 
Insurance Company. 

“Anticipating and Measuring Home Office Operat- 
ing Costs (Budget Control),”? by Henry Bruere, third 
vice-president, the Metropolitan Life Insurance Com- 
pany. 

10:30 to 11:45.—‘‘Organization and Administra- 
tion of Central Filing Department, including a Con- 
sideration of the Subject ‘Destruction of Records,’ ” 
by Elbert D. Murphy, assistant secretary, New York 
Life Insurance Company. 

11:45.—Announcements. 

12:00.—Luncheon, Edgewater Beach Hotel (no for- 
mal arrangements). 


Fripay AFTERNOON 

1:15.—Business meeting (election of officers, etc.). 

1:45 to 3:00.—Discussional conference: 

“Routine for the Collection of Past Due Premiums 
from Agents,” chairman J. Stewart Hale, actuary, 
Northwestern National Life Insurance Company. 

Discussion led by: E. J. Stoker, office manager, 
Pilot Life Insurance Company. 

“Plans for Home Office Operation Which Have 
Proven Unsuccessful,’ Chairman Roy M. Jones, secre- 
tary, Atlantic Life Insurance Company. 

Discussion led by: Paul F. Bourscheidt, assistant 
Life Insurance Company. 
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PHOENIX: 
ASSURANCE COMPANY, LTD. 


of London 
100 William St., New York 


PHOENIX. 


INDEMNITY COMPANY 
123 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commo- 

tion, Public Liability, Workmen’s Compensation, Burglary & 
Theft, Accident & Health, Plate Glass. 



































tt HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


Henry G. BARBEE JAMES A. BLAINEY 
President Vice-Pres. and 
Secretary 

















REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


lof New York! 


LINCOLN FIRE INSURANCE COMPANY 


“of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 








What is protection? 


Often in the event of fire, a fortune or the 
life of a business depends upon the kind of 
insurance protection carried. Your clients 
look to you, their insurance advisor, to tell 
them how to cover adequately their prop- 
erty in a substantial company. 


When a fire occurs a policy in the Ameri- 
can Eagle will completely protect both 
your client and the reputation of your 
agency. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y 


ERNEST STURM, CHainman of THE Boaro. 
PAUL L.HAID, PREesipent. 


CASH CAPITAL ONE MILLION DOLLARS 


New York Chicago San Francisco 















































115 BROAD ST., HARTFORD, CONN. 














Is It Insured ? 


VIR EAYIRY L.VEU/V 2 in 40) .0; nO ae Ua he 
Insured against All Risks” Including breakage. 
wherever ‘such property may be located. 


A. F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City " ¥ i Chicago, Ill. 
General Agents - All Risks” Department 





fait” Fire & Marine Insurance Co. 
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FIRE INSURANCE 








fF, L. TRAVIS’ STATEMENT 





Head of Commonwealth Fire and Ma- 
rine Discusses Stockholders’ 
Suit 


EXPLAINS ATTITUDE OF COMPANY 


Had Charged Inaccuracies in Newspaper 
Reports on Situation 

In its issue of August 5, THE SPECTATOR 
printed a story regarding the Commonwealth 
Fire and Marine Insurance Company of Kan- 
sas City, Kan., saying that eleven stockholders 
of the organization had brought suit against it 
to compel return of cash and notes paid for 
stock on the .ground that the Blue Sky laws 
had been violated. The story originally ap- 
peared in the Kansas City Star for July 28. 

Shortly after publication of the article in 
Tue Spectator, the Commonwealth Fire and 
Marine protested to this paper denying the 
accuracy of facts set forth in the story. THE 
SpEcTATOR, by wire, immediately offered to print 
anv statement the company or its officers cared 
to make and, in addition, instructed its Topeka 
correspondent to call upon the officers of the 
Commonwealth Fire and Marine and obtain a 
statement in support of the claim that there 
were inaccuracies in the story regarding the 
suit. The following is the report of our corre- 
spondent giving the statement of the company : 

Topeka, Kan., August 16.—Frank L. Travis, 
president of the Commonwealth Fire and Ma- 
rine Insurance Company of Kansas City, Kan., 
declared that the suit pending in the Wyandotte 
county district court against his company is 
entirely without merit and is part of the cam- 
paign being waged against this company. A 
decision in the case is expected this week and 
the company officials and attorneys are confident 
of winning it. 

The case was presented to Judge Hutchings 
of the Wyandotte county district court July 
27 and the court was asked to make findings 
of fact and conclusions of law in his decision. 
The court indicated that the decision could be 
expected this week. 

“This suit was brought by some stockhold- 
ers of this company who had a resale contract 
with the agents who sold them the stock,” 
said Mr. Travis. “It was brought to compel the 
company to carry out this resale contract. We 
are prohibited under the law making any re- 
sale contracts and we could not carry it out 
if we wished. The agents who sold the stock 
agreed to resell it at an advanced price. They 
did not do it and the stockholders are trying 
to force us to return them their money. 

“These same stockholders brought a suit to 
have a receiver appointed a year ago and the 
court refused to appoint a receiver. Then 
they amended their petition and asked for the 
return of their money, charging that there had 


been fraud in the sale of the stock and that 
too much money had been used in promotion ex- 
penses. There was no fraud and we were 
limited by law in promotion expense. 

“There is no merit in this suit and we are 
confident of winning a sweeping victory when 
the court announces the decision.” 


Kentucky Rate Problem 
(Concluded from page 3) 


actual confiscation of all their property. 

A question of veracity was raised by the 
pleadings at the outset of the hearing. 

In an amended bill praying an injunction to 
restrain the Auditor, Attorney General Frank 
E. Dougherty and Insurance Commissioner 
Shelton M. Saufley from prosecuting the in- 
junction proceedings to stay the increase in the 
Franklin Circuit Court, it is alleged by the 
companies that after due notice to the Auditor 
of the raise, August 2, he requested a confer- 
ence with representatives of the companies 
August 9, “stating that, in the meantime, no 
action of any kind would be taken by him to 
disturb the situation so existing upon the ef- 
fectiveness of the increase.” 

G. H. Parker, manager of the Actuarial 
sureau, and Laurent presented the copy of the 
notice sent out to agents by Mr. Shanks at 
Stanford the evening of August 2. This much 
is agreed upon by both sides, but the compa- 
nies go on to assert that on the following day 
representatives of the Auditor advised the com- 
pany’s agents not to obey instructions. 

They also alleged that in violation of the 
agreement, there was being prepared for the 
Auditor the suit which he instituted August 
4 in the State court to restrain the increase. 

[In their answer the three State officers allege 
that the rate was promulgated to the agents of 
the company, and the order put in the mail and 
also published in the press the morning of 
August 2, that Mr. Shanks was notified that 
evening. 

Mr. Shanks denies that any one in his office 
threatened agents to persuade them to violate 
the orders of the Actuarial Bureau, and said 
the suit was instituted in the Franklin Circuit 
Court only after he had learned “that the com- 
plainants had violated their agreement by pro- 
mulgating the increase.” 

The State moved to dismiss the action by the 
companies on the ground that they have an 
adequate remedy at law, and that the State 
court has jurisdiction to hear the action as one 
for the enforcement of the State statute. 


Grand Nest of Blue Goose Meets in 
Milwaukee 
Committees in charge of the Wisconsin Blue 
Goose have practically completed plans for the 
Grand Nest Meeting in Milwaukee on Sep- 
tember 8, 9 and 10. Official headquarters will 
be at the Hotel Wisconsin. 
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AUTO CLUB’S AIM 





Lansing Association Offering 
Mutuals’ Policy 


LOW RATES FEATURED 


Michigan Millers Mutual and Lumber- 
mens Mutual Will Handle Coverage 


Lansinc, Micu., August 16.—lIndications 
that a new drive for business is to be launched 
by the Lansing Automobile Association, now 
that it has perfected plans for a supplemental 
service to be supplied by two mutual carriers, 
were given recently when the club began an 
advertising campaign in a local daily news- 
paper featuring quotation of rates for full cov- 
erage insurance on a number of popular makes 
of cars. 

It was recently announced by Asa J. Walter, 
manager of the club’s insurance branch, that 
the Michigan Millers Mutual Fire of this city 
and the Lumbermens Mutual Casualty of Chi- 
cago would offer a combination policy to club 
members in addition to the present service sup- 
plied by the ‘Republic Automobile Under- 
writers, Detroit reciprocal. Mr. Walter 
emphatically denies, however, that the club is 
dropping the reciprocal’s service and supplant- 
ing it with the new mutual policy. 

Stock insurance men who have compared the 
rates announced with the new low schedules re- 
cently made possible in this territory by the 
stock companies, doubt that the cluh’s com- 
panies can “break even” and continue to write 
business at the rates now set. They believe, 
however, that, admitting the rates are slightly 
lower than even the unusually low schedules 
granted by the stock carriers, other mutual or 
other forms of “at cost” underwriters will be 
hit harder than the stock companies by the 
club’s competition. 

The advertisement of the club insurance de- 
partment, in which the sample rates are quoted, 
is headed “auto insurance rates brought down” 
in bold type. It is then stated: “Following we 
list a few of the popular makes of cars, with 
our rates for full coverage for fire, theft (in- 
cluding accessories and spare tire), public lia- 
bility, property damage, and full coverage col- 
lision (all objects including upset and roadbed 
collision) with no deductions, paying from one 
cent up.” The sample rates are listed as fol- 
lows: Buick Master Sedan, $56.73; Chevro- 
let sedan, $46.97; Chrysler 4 sedan, $51.70; 
Chrysler 6-70 sedan, $57.68; Chrysler 6-80 
sedan, $68.02; Cadillac sedan, $71.45; Dodge 
sedan, $48.61; Essex coach, $49.92; Ford sedan, 
$47.47; Hudson coach, $64.13; Lincoln sedan, 
$67.45; Olds sedan, $55.57; Reo sedan, $55.73; 
Studebaker Standard sedan, $54.67; Studebaker 
Special sedan, $58.13; Studebaker Big 6 sedan, 
$68.25. 
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MODERN SALES METHODS 
—A Decided Advantage 


“There is some satisfaction in putting on a 
nice increase when your company gives you 
more than a thank you for it!’ ‘These are 
not his exact words, but they express what 
one International Life man desired to con- 
vey—that the International Life rewards its 


workers in a substantial manner. 


Contests, special months, bonuses and 
every other modern sales stimulator are 
utilized to bring up individual production 
of each International Life man. It is this 
wide-awakeness that keeps the agent on his 
toes and gives him a decided advantage. 


INTERNATIONAL LIFE 


INSURANCE COMPANY 
ST, LOUIS, MISSOURI 


W. K. WHITFIELD, DAVID W. HILL, 
President Vice-President 


W. F. GRANTGES, Vice-Pres. & General Manager Agents 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 


Fire 


175 W. Jackson Blvd., Chicago 


London 
Winnipeg 
Pittsburgh 
Phoenix 


Neate: 


SAN FRANCISCO 
RICHMOND 


INSURANCE 


Liability Marine 








Seattle Montreal 
Detroit Duluth 
Cleveland Buffalo 
Columbus Portland 

















An Investment in Happiness 


—1is a connection with the 
Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 

2. Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Fieldman's viewpoint--is helpful, 
operative, appreciative and under- 
Standingly friendly. 

3. Opportunities To Get What You Earn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
same lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

4. Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-15- 
20 years. We're young and growing 
rapidly--promotions from the ranks. 


cO- 


Address: Manager of Agencies 


A. M. HOPKINS 
Philadelphia, Pa. 


111 No. Broad St. 




















That Chance To Grow 








Two men cannot stand 
on the same spot at the 
same time. That is an 
axiom. In a somewhat 
similar sense, two field men cannot 
write insurance in the same place 
at the same time—unless the place 
is big enough . TERRITORY, al- 
though it responds best to inten- 
sive cultivation, should still afford 
the field man an opportunity to 
grow and expand. The Franklin 
has this kind of territory. The 
Company has trebled in size in the 
last ten years. Its policies com- 
pare with those of any company, 
and its rates are attractive. The 
Franklin is growing; its field men 
are growing; and there is abundant 
room for continued growth and 
expansion. 














Nearly $200,000,000.00 in force 
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INCREASING FUNDS 





National Guaranty Fire Has $367,250 
Cash Capital 





SURPLUS TO POLICYHOLDERS IS 
$574,000 





New Jersey Department Examined Com- 
pany as of June 30 

The National Guaranty Fire Insurance Com- 

any of Newark announces another increase of 


P . “fe 
its paid-in capital and surplus, certified by the 
New Jersey Department of Banking and In- 


surance after termination of the company’s 
books, as of June 30, 1926. 

The cash capital of the company as shown 
by this examination amounts to $367,250, and 
the cash surplus in $206,790. The total surplus 
to policyholders is thus $574,040. The capital 
will be further increased through the sale of 
stock of the public, which is now proceeding, 
up to the amount of $2,000,000 capital author- 
ized by the company’s charter. The total as- 
sets as of June 30, 1926, amount to $638,116, 
including $402,075 invested in bonds, of which 
$235,406 is in Liberty bonds. The cash in 
banks is reported as $100,674. 

The loss ratio on a paid basis, as shown by 
the report of the State department examiner, is 
only 2 per cent of the premium income. 

The company is now extending its business 
to other States, and has recently been licensed 
in Illinois, Maryland and Massachusetts. In 
connection with the entry into Massachusetts, 
the name of the company was changed from 
Guaranty Fire Insurance Company to National 
Guaranty Fire Insurance Company, in order 
to avoid confusion with another company oft 
similar name. 


Kyodo Fire Licensed in 15 States 

he Kydo Fire Insurance Company, Ltd., of 
Osaka, Japan, now is admitted to fifteen States 
for the writing of fire reinsurance by treaty 
only. The company was first licensed in New 
York on June 23. Fester, Fothergill & Har- 
tung, 110 William Street, New York, are 
United The assets of the 
company in this country are $605,046, and the 
surplus is the same. no liabilities having been 
assumed as vet. The last home office state- 
ment shows capital of 2,500,000 yen. The com- 
pany has been operating since 1906. 


States managers. 


Death of I. S. Blackwelder 

Cuicaco, Itt, August 16—I. S. Black- 
welder, one of the most prominent “old-timers” 
of the Chicago insurance business and said to 
be the last surviving member of the board of 
insurance adjusters that settled the losses in- 
volved in the Chicago fire of 1871, died last 
Saturday at Palo Alto, Calif., where he has 
been making his home with his son since his 
retirement from active insurance work three 
years ago. 


Mr. Blackwelder was 86 years old. 


$$ —____. 
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WATERSPOUT AND WINDSTORMS 
Show Need of Indemnity in New York and 
New Jersey 

The series of storms that spread from the 
Jersey coast to Long Island last Monday night 
brought along with them a waterspout and 
gale to Sea Cliff, L. I., and a cyclone to Ridge- 
field, N. J. The Ridgefield twister is reported 
to have done $20,000 damage in five minutes. 

Cyclones and tornadoes are hardly thought 
of in the East, few insurance companies push- 
ing this line, some companies including tornado 
premiums with their fire premiums. Accord- 
ingly, the following figures on the tornado busi- 
ness written in the East during 1925, taken 
from Distribution of Fire Insurance by States, 
published by The Spectator Company, are of 

Maine, premiums, $2500, Idsses, 
New Hampshire, $449, 
losses, $62; Vermont, premiums, $2038, losses, 
$1230; Massachusetts, $178,641, losses, $31,106; 
Rhode Island, $15,546,: losses, $72,668; Con- 
necticut, $31,177, losses, $73,754; New York, 
premiums, $318,670, losses, $161,650: New 
Jersey, premiums, $192,745, $55,102; 
Delaware, $23,977, losses, $4841; District of 
Columbia, premiums, $13,065, 
Maryland, premiums, $77,907, losses, $48,917. 


interest: 


$1308 ; premiums, 


losses, 


losses, $722; 


Complete Liquidations of Liberty Marine 
and North Atlantic Insurance 

The affairs of the Liberty Marine Insurance 
Company and the North Atlantic Insurance 
Company, New York, were brought to a close 
this week with the filing of two reports by 
State Superintendent of Insurance James A. 
Beha. These companies were at one time con- 
trolled by Christopher Hannevig, of Christi- 
ania, Norway, and were placed in liquidation 
February 14, 1921. 

An immediate payment of a second dividend 
of 33%4 per cent is recommended by the re- 
ports, a first dividend of 30 per cent having 
been recently paid. A third dividend, reports 
show. will be paid just as soon as further re- 
coveries are made from salvage claims and 
claims against the German and Austrian gov- 
ernments. A full description of the proceed- 
ings will be found in next week’s issue of 


ry 


Tue SPECTATOR. 


Louisiana Insurance Commission 
Organized 

The Insurance Commission of Louisiana be- 
came organized last week with the election of 
J. A. Fortier, as chairman, and R. M. Walms- 
ley, as secretary. John D. Saint is the third 
member. On August 31, the Commission will 
meet the representatives of the fire insurance 
companies, at which time they will organize 
the Louisiana Rating and Fire Prevention 
Bureau, as provided by the law recently 
enacted. This new rating bureau will super- 
sede the old advisory rating bureau on Septem- 
ber 5 and mandatory rates will be established 
throughout Louisiana. 
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ADVERTISING IS NEEDED 


Warren W. Ellis Addresses Wiscon- 
sin Agents 





PUBLICITY GETS BUSINESS 


Intelligent Use of Advertising Brings in 
the Dollars 

Warren W. Ellis, manager of the sales pro- 
motion department of the Commercial Union 
Assurance Company, New York, and president 
of the Insurance Advertising Conference, ad- 
dressed the Wisconsin Association of Insur- 
ance Agents at the annual, meeting of that 
body in Eau Claire, Wis., to-day. The topic 
was “Advertising Must Help Sell” and Mr. 
Ellis’ talk pointed out that advertising, used 
properly, can help the agent sell, can secure 
new agents and can educate agents already in 
the field. 

Agents must learn to organize their time so 
that full advantage can be taken of each hour, 
said Mr. Ellis, and a follow-up mail campaign 
to prospects is a good plan to put into execu- 
tion. The advertising needs of an agency 
should be studied as carefully as the selling 
talk. They go hand in hand. On this angle of 
the subject, the speaker told the agents that “if 
you advertise and then cannot make a strong 
selling talk in the prospect’s office, you are very 
much like the farmer taking a load of potatoes 
to market. The potatoes were dropping out 
through a hole in the bottom of the wagon. 
“On the other hand,” said Mr. Ellis, “if you 
can sell when once you find a prospect, but 
are not advertising, then you are ‘hiding your 
light under a bushel,’ you are doing yourself 
an injustice, you are not using the modern 
methods at your disposal.” 

The agent must know his business, under- 
stand the needs of his client, keep the policy- 
holder sold on his coverage, co-operate with 
his own home-office special agents with regard 
to learning the business and in general fit him- 
self for the success that comes with knowledge. 
In closing his address the president of the In- 
surance Advertising Conference said: 

When your agency goes into action, advertis- 
ing will not do it all, personal friendships will 
not do it all, a mere prepared selling talk will 
not do it all, a beautiful office system will not 
do it all—but taken together, each doing its 


share, there you have success. It is your 
job to fit advertising into a definite plan of 
selling—in your agency! 

Tf you study advertising, if you fit it into 
the needs of your agency, if you combine it 
with a definite plan of selling, if you system- 
atize your work as advertising requires, you 
will not only sell more business, but vou will 
be a better insurance agent—advertising will 
have made you that. 


Rerating Sesqui Buildings 

As a result of the completion of a new high- 
pressure system over the major area of the 
Sesquicentennial Exposition grounds, a_re- 
rating is under way on a lower basis. The 
Philadelphia Fire Underwriters Association 
should officially promulgate the new rates this 
week. 
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A Good Company 
to Represent 


The Philadelphia Fire and Marine Insurance Com- 
pany is represented by progressive agents every- 
where. 


It offers the strength of a sound organization, backed 
bys*wide resources; an established reputation for 
dependability and satisfactory service; and a full 
line of policies representing every needed form of 
protection for property, including the property risks 
of business. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


16th Street at the Parkway, Philadelphia, Pa. 
1711 Chestnut Street, Philadelphia, Pa. 

501 Market Street, Camden, N. J. 

209 W. Jackson Bivd., Chicago, Ill. 

125 Trumbull Street, Hartford, Conn. 

200 Bush Street, San Francisco, Cal. 

Trust Company of Georgia Bidg., Atlanta, Ga. 




















DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 











Capital and Surplus Over $3,000,000.00 





FIDELITY AND SURETY BONDS 
EXCLUSIVELY 





Valuable Agency Zerritory Available 





CORRESPONDENCE SOLICITED 








Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 

in 
ILLINOIS 
MINNESOTA 
SOUTH DAKOTA 


FLORIDA 
TEXAS 
UTAH 





Assets $6,500,000 





Insurance in Force 
$65,000,000 



































To the Man Who is Willing—and Will 





We are prepared to offer unusual opportunities for money- “3 
making NOW and creating a competency for the FUTURE. 
cele A NT 


For Contracts and Territory, address 





H. M. HARGROVE, President BEAUMONT, TEXAS 
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Fire Insurance 








“The Port of Missing 


We have nothing but admiration for those 
record breakers who have toured the world in 
thirty days—and can only hope they had a lot 
of fun in doing it. Pauline, Arch and ye 
humble scribe have lost pounds—physically and 
fnancially—trying to do it in 12 weeks, while 
jotting down data on insurance conditions in 
the countries we visit. Pauline is the only one 
of the trio who can afford to lose both kinds 
of pounds, and as she thinks Arch is perfectly 
marvelous and regards us as the original cause 
for the expression “three’s a crowd” and an 
appropriate target for her cross moments, the 
trip is proving quite attractive for our charm- 
ing blonde. Our travel took us from Calcutta 
to Bombay, from Bombay to Aden, from Aden 
(“the port of missing men”) to Port Said, 
thence to Cairo and Shepherd’s Hotel and the 
Sphinx from where we proceeded to Alex- 
andria and took the steamer to Constantinople 
—we are at last catching our breaths again 
amid the comforts of our luxurious rooms at 
the Pera Palace Hotel. 

At Aden we spent an afternoon, principally 
because Pauline insisted upon taking a good 
peek about a town called “the port of missing 
men.’ However, she said she didn’t see any- 
body good looking enough to be ever missed or 
anybody she ever knew of whom she had lost 
track, The town, like the sheiks she saw, she 
found disappointing. We dropped in on two in- 
surance agents—an Englishman and an Italian. 
They told us that the volume of business was 
small, due to the necessity of carefully select- 


. ing their risks and thus keep down the moral 


hazard. The same condition existed in Cairo, 
where we found the insurance agents pretty 
well divided between the big merchants, who 
handle insurance as a side line, and full-time 
agents. Insurance companies from all over are 
represented in Cairo, as there are no entrance 
requirements nor heavy taxations. English 
companies predominate, therefore they outnum- 
ber other agents in the meetings of the local 
tariff association and so rates are pretty well 
governed by the F. O. C. of London. 

But here in Constantinople, insurance condi- 
tions are quite different from elsewhere and are 
an interesting study. “Something for nothing” 
is the slogan here and this combined with a 
very strong and growing nationalistic spirit 
make business none too attractive for the for- 
eign companies. The office personnel in itself 
is a stumbling block, for the Government re- 
quires that at least 30 per cent of the em- 
Ployees in a foreign office be Turks, who can 
not be discharged without special permission 
from the local authorities. Pull and local graft 
is the great open sesame in Turkey and there- 
fore most of these employees are the favored 
few, who take to their work as the spirit moves 
them. “Bakschich” is the word for local graft 
and it is heard on all sides. When one con- 


AROUND THE WORLD WITH ARCHIBALD AGENT 
“The Land of the Terrible Turk” 


Men” and 


siders that until recently city officials never 
received a salary—they were to live off of what- 
ever graft they could extract—present condi- 
tions confronting the foreigner can be readily 
visualized. The government also demands that 
two sets of books be kept, one of which must 
be in Turkish, and the keeping of books and 
accounts is an elaborate and confusing task, as 
nearly all currencies are acceptable. 

Until the World War the Germans practically 
had control of the insurance business in Tur- 
key. It was they who established a “droit d’en 
regristrement,” a tax which an agent collects 
from a policyholder for writing up the policy. 
This the agent was supposed to split with the 
company, but be that as it often wasn’t. 
Turkey being an ally of Germany when the 
war started in 1914, the British and French 
companies moved out and the Germans got 
practically all the business, their only com- 
petitors being a few American and local com- 
panies. However, since the war, the British 
and French companies have come back, also 
the American company, the Fidelity Phenix. 
There was a great influx of these companies 
until 1924, when the Treaty of Lausanne went 
into effect, which again drove many foreign 
companies out of Turkey. This treaty enforced 
a ruling that all foreign companies must air 
their difficulties in Turkish courts and not, 
as heretofore, in foreign courts. Immediately, 
the foreigners saw the writing on the walls 
of much “bakschich” and thought twice about 
Mustapha Kemal’s policy of “Turkey for the 
Turks” and its many accompanying hindrances. 
Those companies who have remained are find- 
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ing business pretty much a bed of thorns. 

It has been only during the past two years 
that a deposit has been required of foreign 
insurance companies wanting to do business in 
Turkey. Five to fifteen thousand Turkish lira 
are required for each branch of insurance 2 
company handles. The variance in amounts de- 
pends upon the amount of business being trans- 
acted by a company. These deposits must be 
made in a bank approved by the government 
and must be in cash or national bonds. 

Pauline has just peeked over our shoulder 
to make sure we are not saying anything about 
her, because she has an uncle who is vice-presi- 
dent to the Prairie Fire Insurance Company of 
Kansas—and whom she hates. She doesn’t 
want him to read about her “because he isn’t 
broadminded, is entirely unsophisticated and 
calls his wife ‘Ma’ in public’—which is enough 
to make any beautiful blonde hate, we suppose 
—and to hope he reads this. (Pauline just kissed 
us smack on the right ear for writing this, 
Uncle Donald. Aha! Each week we shall let 
you know how she hates ’n’ hates you—and by 
the time we reach South America. . . .) 

“Oh, make your article less stiff,’ suggests 
Pauline. “Tell them something about the won- 
derful view from our hotel of the harbor, so 
congested with ships and small craft it looks 
like Broadway and Forty-Second street at the- 
atre time, and how we can see the Golden Horn 
—only that it’s not a real horn—and about our 
coming through the Dardanelles, made famous 
by the old song “Dardanella” and fighting— 
which war was it?—and our trip up the Bos- 


(Concluded on page 27) 
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Th u rsday 





THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN'S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - $4,700,216.33 
Capital - - - ° 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Sanantnapioe aes 500,000.00 
Reserves - -  2,449,090.44 


RE-INSURANCE ONLY 


Speciakzing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














FIDELITY ann SURETY BONDS 


ACCIDENT, HEALTH. BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 








CAPITAL, $2,450,000.00 


Union Inpemniry 
wmuecrs, COMPANY weyoeer 


New 0 New York 





CASH CAPITAL $750,000.00 


NORTHWESTERN 


agai i 


“CASUALTY AND SURETY COMPANY 
Home Office: Brumder Bui ding 
MILWAUKEE, WISCONSIN 


Executive Offices Eastern Department 
UNION INDEMNITY BUILDING 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 














Provident Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 * 





Pennsylvania 


The Provident has worked out a prac- 
tical plan by which the Home Office, 
through an Educational Supervisor, 
is assisting in the development of new 
agents. 

















NOW READY 


INVESTIGATORS 
AND ADJUSTERS 
HANDBOOK 


by FRED H. REES, LL.M. 


New — Revised — _ Enlarged 


An up-to-date edition of the INVESTIGAToRs 
AND ADJUSTERS HANDBOOK is now in press 
and will soon be available. This standard 
work is a textbook on automobile, team, gen- 
eral liability, workmen’s compensation, bur- 
glary and theft insurance. The investigation 
and adjustment of claims are thoroughly ex- 
plained and the applied law in the various 
practices is stated and discussed. 


The INVESTIGATORS AND ADJUSTERS HANp- 
BOOK teaches the insurance company rep- 
resentative how to gather and handle data 
pertaining to the settlement and disposal of 
claims, and shows him what factors to take 
into account in arriving at the proper con- 
clusions. Hither for the beginner or for the 
experienced worker in this field, the INVEsTI- 
GATORS AND ADJUSTERS HANDBOOK is a 
necessity if the best results are to be gained 
The new edition contains over 300 pages, is 
handsomely printed and is bound in flexible 
binding. Order your copy now. 


Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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LONDON STREET ACCI- 
DENTS 





Increase from 20,725 to 30,717 in 
Three Months 


254 FATALITIES LISTED 


Record for This Year as Compared With 
1925 Is Not Reassuring 


(From Our London Correspondent ) 


Lonpon, ENGLAND, August 6.—Although the 
modern system of personal accident insurance 
dates from about the middle of last century, it 
has not perhaps made that headway which one 
would have expected from the undoubted at- 
tractions it offers. In comparison, for instance, 
with those of other departments of insurance 
the aggregate figures .appear somewhat insig- 
nificant. Taking the summaries given in the 
fast three Board of Trade (assurance com- 
panies) returns, the following premium figures 
are apparent—the years denoted being those in 
which the statements were filed by the com- 


panies : 
Year Premiums 
G2 OE ey ee rere £ 3,270,036 
RABE ir ais Dorn eRe RESO CMI 3,204,246 
(Tei Ee re aera e IA COCR eae oe 3,149,071 


The above figures relate to the business of com- 
panies established within the United Kingdom. 

If, however, something is needed to give a 
filling to the business, it should be abundantly 
supplied by the rapidly increasing volume of 
motor traffic upon the roads and the heavy and 
growing roll of accidents occasioned, thereby. 

Statistics just to hand regarding the acci- 
dents in London streets during the three 
months ended with June 30 last disclose a strik- 
ing increase over those for the first quarter 
of the present year—the number of accidents 
having risen from 20,723 to 30,717, including 
fatalities numbering 254 in succession to 187. 
Part of the increase is, no doubt, seasonal, 
that is to say, due to the larger number of 
vehicles of certain classes upon the roads dur- 
ing the summer months, and part may be sup- 
posed to be due to the incidence of the gen- 
eral strike—fortunately of only a few days’ 
duration. But, even so, the figures are elo- 
quent of the risks run by the public. This will 
appear in truer perspective by a comparison of 
the latest statistics with those covering April, 
May and June, 1925, during which period the 
fatalities were 226 and the total accidents 25,- 
342. The increase of upwards of 5000 now 
shown in reference to the latter is not reas- 
suring, 

Arranged in order of class of vehicle con- 
cerned, the figures for the three months ended 
June 30, 1926, are as follows: 


MECHANICALLY PROPELLED 
Accidents to 
Persons or Persons 








Property Killed 
ChANMABISOS: 6 cs.devbtsowaeones 1,806 20 
ABE AINCARSE (aocc.ciccis Seem a anes 1,147 6 
CAD ett a es wantin detcees ers 1,190 6 
Private motor cars......... 10,498 85 
WMeOtOr  CVGlES: << cece ese tea 4,017 43 
Trade & commercial vehicles 5,967 74 
‘Practiow €n@ies . <.6.c6cs« 12 
Horst Drawn, ETc. 
COMMMEUSES: 20) odd a Peale tera I 
ARN he os ire ay As wc taltea ai Meranee 8 
BrOuenanis © ..2scsce cone scokss 29 : 
Trade and commercial...... 1,969 ys 
Petal cycles: oc. Jat sicesiaters 3,044 6 
Horses ridden or led........ 35 I 
30,717. 254 


$304,260 Award Against Maryland 
Casualty 

Kean, Tavlor & Company, New York, ob- 
tained an award of $304,260 against the Mary- 
land Casualty Company of Baltimore in the 
country clerk’s office last week. The judgment 
entered was under a policy covering against 
loss of money or securities by theft, burglary, 
hold-up, etc., and except through negligence 
or carelessness on the part of Kean, Taylor & 
Company who are stock and _ investment 
brokers. The policy was for $250,000 and the 
company contested payment of the loss on the 
ground that the loss occurred not by theft but 
through a loan made to another firm and 
directed by one of the Kean, Taylor & Com- 
pany. The judgment entered upholds the op- 
posite of this contention. 


St. Paul-Mercury Gets Michigan License 


LANSING, Micu., August 16.—The St. Paul- 
Mercury Indemnity of St. Paul, Minn., has 
been licensed to do a general casualty business 
in Michigan. 


Mutual’s Results 
(Concluded from page 3) 


premiums earned of 45.7. The acquisition cost 
on the line was $405,442, with a ratio to pre- 
miums earned of 15. For automobile collision 
these companies had earned premiums of $340,- 
The ratio 
of losses incurred to premiums earned was 30.1, 
while the acquisition cost was $40,355 with a 


ratio to premiums earned of 11.5. 


724, and losses incurred of $136,602. 


HEARING CALLED 


Rates Under Massachusetts Auto 
Law Are Topic 


PURE PREMIUMS ALREADY FILED 


Some Carriers Feel Surety Bond Cost 
Should Be 50 Per Cent of Liability 
Rate 
Companies that will write automobile busi- 
ness under the Massachusetts compulsory auto- 
mobile insurance law, effective January I, 1927, 
have Manager W. N. 
Magoun to file the pure premiums and expense 
loadings with the Insurance Commissioner. This 
will be done insofar as these items are now 
determined after allowance for the difference 

between existing and prospective laws. 


voted to authorize 


Much of the preliminary work of rating has 
been accomplished and a hearing has been 
called for Tuesday, August 24, in compliance 
with the law of the State which requires a 
public hearing to be held before the rates are 
promulgated. The hearing will take place at 
the State House, Boston, and will concern it- 
self with surety forms and liability forms as 
well as with the new rates. 

A committee appointed by the companies has 
been in consultation with the Commissioner 
and a decision from the attorney-general is 
pending. This involves the question of 
whether present automobile policies running 
beyond January 1 can be endorsed or must be 
written on the statutory forms eventually deter- 
mined upon. Final ruling is expected from 
the Insurance Commissioner on the question 
of whether the new rates can be territorial or 
must be uniform. Companies apparently feel 
that uniformity of such rates will discriminate 
against automobile owners in some sections 
where experience has been good. 

Carriers who will write the coverage feel 
that surety bond rates under the Massachu- 
setts compulsory automobile insurance law 
should be 50 per cent of the liability rate, the 
theory being that under such instruments the 
company can have recourse to law against the 
principal. This attitude brings up a problem, 
as the attorney-general has already ruled that 
the law will only permit the same rates for 
the liability and surety forms. The acquisi- 
tion cost under the compulsory law is expected 
to exceed that now obtaining before the new 
law becomes effective. 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 
Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times’ Building, Broadway and 42nd St., New York City Bryant | 433 


1361 
Telephone 1362 
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Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 





Paid to Policyholders, 
NS 4 iicdeacens een $21,000,000.00 


Insurance in Force as of 
Pec. 31, 085... ...% $148,281 ,904.00 





A. C. Tucker, President 


D. C. Costello, William Koch 
Secretary Vice President 





a 


Henry W. Ives & Company 


TNCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


RAIN INSURANCE EXCESS COMPENSATION 


CASUALTY COVERS 


‘OHIO MILLERS 
MUTUAL FIRE INS. CO. | Security Mutual Casualty Co, 
OF CHICAGO 
Canton, Ohio 


Assets $7,643,424 


ASSETS $800,000 Surplus $2,410,000 


Surplus $400,000 Surplus and Reserve $6,862,460 


ALL FORMS STRONGEST CASUALTY 


COMPANY IN AMERICA 




















THIS IS THE TIME OF YEAR 


when BOILER INSPECTIONS can and 
should be made 


Order YOUR BOILER INSPECTIONS NOW 
for your fali and winter BOILER BUSINESS 


Private Dwelling Boilers (round cast iron) 
$25.00 for three years 


Ask For Folder 


ROYAL INDEMNITY CO. 
84 William St. 
New York 





ALL FORMS SURETY 


CASUALTY 








Valuable Information Free 


Upon request The Spectator Com- 
pany will send free of charge to any 
life company or agent in the United 
States or Canada a copy of The Busi- 
ness Builders Service. This document 
will prove a big money maker for the 
agent who will adopt and follow out 
the plan outlined therein. / 


Fill out the coupon below and # 
mail today. - 
i THE 
7 SPECTATOR 


V4 135 William 3t., 
New York 


7 Gentlemen: 


THE SPECTATOR 


——- os cae mee 
135 William Street 7 Business Builder Service. 
NEW YORK fo NOMO esse cocwcon conser 

y de OMI eee. 


Insurance Exchange 


CHICAGO 7 Name of Company represented. 
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sTOCK COMPANIES GAIN 


A. L. Kirkpatrick Outlines Progress 
in 1925 








ADDRESSES WISCONSIN AGENTS 





Secretary of Casualty Information Clear- 
ing House Has New Slogan 


Taking as a new slogan for stock company 
‘nsurance the phrase “Insurance Service, E. ©. 
B. Consumer,” A. L. Kirkpatrick, secretary 
of the Casualty Information Clearing House, 
Chicago, addressed the Wisconsin Association 
of Insurance Agents at Eau Claire to-day and 
pointed out the gains made by stock casualty 
companies in the field of competition. 

Sound insurance, said Mr. Kirkpatrick, can- 
not be sold on the bargain counter basis. The 
policyholder gets approximately what he pays 
for and agents should see to it that the cover- 
age he receives is dependable in every respect. 
On this point the speaker said: 

Nearly every prospect keeps a well-preserved 
price attack up his sleeve. When he brings 
out this weapon it is a sign he has not been 
convinced on service and confidence—the real 
elements of the sale. He will make his stand 
against the agent on this one factor—if he is 
allowed to. 

This attack is made nine times out of ten 
because the agent has shown signs of weakness, 
of doubt, or lack of conviction in the sound- 
ness of the coverage he is offering and the 
rate he is quoting. He has probably men- 
tioned rate half dodgingly, apologetically, hesi- 
tantly, in a wish-washy way. He let the price 
question come up before he had the prospect 
sold. He did not speak his rate right out, con- 
fidently, proudly, in the manner and with the 
air that leaves no room for doubt. 

When the prospect buvs stock company 
workmen’s compensation insurance, continued 
Mr. Kirkpatrick, he is not required to pay any 
money to study the best methods of protecting 
his workmen against accidents; the company 
takes care of that for him and the cost of the 
service as well as the personal attention he 
gets from his agent is already included in the 
original price he paid for the indemnity. That, 
said the speaker, is what is meant by saying 
that stock casualty insurance is “Insurance 
Service, F. O. B. Consumer.” Regarding the 
business done by the stock casualty companies, 
the speaker said: 

I believe it is a fair assumption that, in the 
long run, that kind of insurance which gives 
the most: complete protection and the most 
satisfactory service will receive the greatest 
patronage. The purchasers of Casualty Insur- 
ance have had every opportunity to judge the 
telative merits of the various plans and have 
expressed their preference in no uncertain 
terms as shown by the following figures. This 
table shows the percentage of the casualty pre- 
mums (workmen’s compensation, all public 
liability, property damage and collision) writ- 


ten by each kind of carrier during the past six 
years: 


Recip- 
Stock Mutual rocal Total 
% % To % 
Heb iestesccecaeness 75.3 15.5 9.2 100.0 
1999 77.1 14.2 8.7 100.0 
ee 76.7 14.9 8.4 100.0 
1994. 76.0 15.1 8.9 100.0 
1995 77.4 14.8 7.8 100.0 
LE SS "8.5 14.7 6.8 100.0 


OPENS BOSTON BRANCH 
Great American Indemnity Gets Under 
Way in New England—Dwight B. 
Libbey Is Manager 


The Great American Indemnity Company, 
New York, opened its New Engiand office last 
week at 4 Liberty square, Boston, with Dwight 
B. Libbey as manager. This will give the new 
branch the advantage of association with the 
home office of the Massachusetts Fire and Ma- 
rine, which is affiliated with the Great Ameri- 
can (Fire) Insurance. Rogers & Howes, New 
England managers for the Great American 
Fire. are also located in Boston and will repre- 
sent the Great American Indemnity as general 
agents for casualty and surety lines. 

Agents who are already connected with the 
Great American Indemnity will begin reporting 
to the New England branch on September 1, 
for on that date the new office will commence 
regular activities. 

Manager Libbey has had eleven years’ 
experience in the insurance business, having 
first become connected with the Travelers. 
Later, in 1921, he was made manager of the 
Travelers’ branch office in Oakland, Calif., re- 
maining there until 1024, when he joined the 
London and Lancashire as manager of its 
Boston branch office. which post he now leaves 
to go with the Great American Indemnity. 





CASUAL CASUALTY COMMENTS 





John H. Ford, comptroller of the Aetna 
Life, Hartford, accident and liability depart- 
ment, and of the A*tna Casualty and Surety 
thirtv-fifth anni- 
versary of his connection with the organization 
last week. 


Company, celebrated the 


Henry W. Brown & Company have been 
made Philadelphia general agents in casualty 
lines for the American Employers Insurance 
Company, Boston. They will have supervision 
over Philadelphia, Bucks, Montgomery, Ches- 
ter and Delaware counties, succeeding Wag- 
ner-Taylor Company. 

George Haydon, manager of the Wiscon- 
sin Compensation Rating and Inspection Bu- 
reau, is chairman of the entertainment and reg- 
istration committee for Wisconsin Insurance 
Day. Emil Halkey, president of the Milwau- 
kee Surety Underwriters Association, heads the 
publicity committee. 

C. E. Rickerd, advertising manager of the 
Standard Accident Insurance Company of De- 
troit, will be chairman of the program com- 
mittee for the Detroit meeting of the Insur- 
ance Advertising Conference. The theme of 
the sessions will be “Helping Our Agents 
Produce More Business.” 


Central Surety and Insurance Licensed in 
Massachusetts 

The Central Surety and Insurance Corpora- 

tion of Kansas City, Mo., has been licensed in 

Massachusetts to write accident and health, lia- 
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WANT TRAFFIC COURT 





Auto Accidents in Philadelphia Create 
Situation 





PROTEST AGAINST NEW LIABILITY 
RATES 





Some Brokers Complain of Losing Lines 
to Club Carriers 

PHILADELPHIA, PENNA., Aug. 17.—During 
the past week the local daily newspapers in 
Philadelphia broke forth with a severe protest 
against the advanced rates now being charged 
here for automobile liability coverage. In con- 
clusion, they say that the automobile clubs 
should probe deeply into the matter, express- 
ing the thought that the rates previously 
charged were too high. 

Some months have elapsed since both of the 
local auto clubs launched their own insurance 
carriers, and therefore they should now be 
well informed on the subject. According to 
rumors current, the club insurance scheme has 
eaten heavily into the premium incomes of 
several of the big conference companies, but 
upon inquiry no local or branch manager has 
been found who will admit that the report has 
any truth to it. Among the brokers, however, 
quite another opinion seems to prevail. Several 
brokers known to handle a large automobile 
business complain of losing considerable busi- 
ness to the club carriers. 

If the percentage of auto premiums is 
Philadelphia has fallen off in the past year, 
with the stock conference companies, some local 
underwriters feel that might in a measure ac- 
count for a portion of the necessity for in- 
creased rates. Others hazard the conjecture 
that the ambulance-chasing lawyer is much to 
blame for it. While there is some merit in this 
conclusion, the fact still remains that careless- 
ness on the part of automobile drivers asso- 
ciated with the jay-walking pedestrian has most 
to do with the whole matter. 


Cit1zENS’ COMMITTEE 

So alarming is this latter situation that the 
Philadelphia Chamber of Commerce, through 
its Citizens’ Safety Committee, under the 
capable direction of Fred W. Johnson, a few 
days ago proposed to the Director of Public 
Safety, that a traffic court is ‘the most vital 
thing needed here if the toll of accidental 
deaths and injuries on the highways are to be 
cut down. 

Traffic violators are now brought before 
magistrates, who have no quick available means 
of determining if the offender is a constant 
repeater or only his first time. It is pointed 
out that the police department has a portion of 
the proper machinery now ready for use, but 
without this traffic court is almost helpless to 
make it function properly. 








property damage, collision and plate 
glass. R. S. Hoffman Company of Boston will 
be resident agents. Workmen’s compensation 
lines will be written later, it is understood. 
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““CONTROL?’’ 


Rules for Safe Driving 


The Best Booklet we have seen for auto- 
mobile drivers and owners 


Gives an incentive to Road Courtesy and a Fair 
Attitude toward the Other Fellow 


If you own or drive a car, and would be inter- 
ested to have a copy of the booklet ‘Control’? 
you may have one by addressing the Inquiry 


Bureau. 
Lire INSURANCE COMPANY 


OF BosTom, MaSSacnyuSErts 





Thursday 

















WHY DRIVE WITH A PUTTER? 


You probably are not a Joe Kirkwood 


When You Want Distance You Should Use A Driver! 


The $5,000.00 Special Preferred Risk Policy surely gets the 


distance. Its hits with a smack every time. No topping the 


ball. No dubbed shots. 


Age 35, Ordinary Life Preferred Risk Special $5,000 Policy 
Premium $106.50—Dividend First Year $17.25 


(Contingent upon payment of second premium) 
First Year Net Cost $89.25 or $17.85 per thousand 
ONE OF OUR AGENTS SOLD $200,000 IN THREE MOS. 
Sold nothing else and averaged $10,000 per policy. 


The Perfected Endowment at Age 65 is our brassie. It 
gets extra yards because it returns the Endowment Savings 
as well as paying the face of the policy at death. 

Our Agents have a complete set of clubs, driver, brassie, spoon, 
cleek, midiron. mashie, mashie-niblick, niblick and putter. A 
club for every purpose whether you are on the tee, the fair- 
way or the green. They get you out of a sand trap or out of 
the rough in a jiffy. 

SAY MAN! YOU NEVER SAW SUCH A BAG AS THEY’RE 

PUT UP IN 
THE GOLDEN RULE AGENT’S CONTRACT 

It adds greatly to your efficiency. Does not gall your shoulder- 
Helps you carry the load with ease and reach the 18th hole 
fresh and full of pep. 


LET US PUT THIS IN PLAIN ENGLISH FOR YOU 


The Columbus Mutual Life Insurance Company 
580 East Broad Street Columbus, Ohio 
C. W. Brandon, President D.E. Ball, Vice-Pres. & Sec’y 





NOW READY 


Rewritten, Enlarged and Improved 


THE ADJUSTER’S MANUAL 


C. H. HARBAUGH, M. D. 


Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I-—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 


PROMINENT SIGNS AND TOTAL DISABILITY AND 
SYMPTOMS HOUSE CONFINEMENT 


TOTAL DISABILITY TOTAL DISABILITY BUT 
PARTIAL DISABILITY NON-HOUSE CONFINEMENT 
TOTAL DISABILITY IRRE- 





PROGNOSIS 

pierces SPECTIVE OF HOUSE CON: 

EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 

NAMES ADJUSTMENT 

INFORMATION EFFECTS 


SECTION III 

This section takes up the different mineral and vegetable poisons 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
house confinement exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 


Tug ApjustER’s MANvAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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CARRIERS WARNED 


Canadian Department Sends Memo to 
British and Foreign Companies 


CALLS ATTENTION TO VIOLATIONS 


Writing from Outside on Non-Authorized 
Classes and Failure to Report Are 
Cited 


The Insurance Department of Canada has 
sent a letter to British and foreign casualty 
and fire insurance companies ‘doing business in 
the Dominion, calling attention to certain prac- 
tices that are said to be in violation of the law. 
These consist in writing in Canada, from the 
outside, such classes of business for which 
those companies have not been licensed in 
Canada and also, from the outside, writing 
coverage on Canadian risks and then not report- 
ing this insurance to the Canadian department. 
The memorandum sent out by the Canadian de- 
partment was worded as follows: 


The department’s circular of December 1o, 
1925, asked the insurance companies, issuing 
in Canada through their marine departments, 
policies covering against risks other than 
strictly ocean marine and inland marine risks, 
to file copies of all such policies with the de- 
partment. To this circular a number of the 
companies have not yet replied and the depart- 
ment would appreciate hearing from these 
companies as soon as possible. If no such poli- 
cies are isued a reply to that effect should be 
made. 

The replies so far received go to show that 
a number of insurance companies incorporated 
outside of Canada and licensed by this depart- 
ment under the Insurance Act, 1917, are issu- 
ing, through their head offices or branches out- 
side of Canada, policies on risks situated in 
Canada, which policies in some cases include 
cover against risks not covered by the com- 
pany’s Canadian license. 

It is also apparent that risks in Canada orig- 
inally offered to the Canadian management and 
rejected are frequently later written through 
brokerage offices outside of Canada on forms 


prescribed for use outside of Canada. Cases 
have also occurred in which risks so written 
have not been reported to the Canadian chief 
agent. 

With respect to these practices the depart- 
ment wishes to point out that: 

1. Any insurance company licensed by this 
department to transact business in Canada 
which issues through a broker or otherwise a 
policy on risks situated in Canada and cover- 
ing hazards against which the company is not 
licensed in Canada to insure, violates the law 
and renders itself liable to the penalty pre- 
scribed by section 46 of the act. 

2. Where a company issues through an of- 
fice outside of Canada or otherwise a_ policy 
on a Canadian risk and covering hazards 
against which it is licensed to insure in, Can- 
ada, the policy should conform with the statu- 
tory conditions of the Province in which the 
risk is situated. Furthermore, such business 
must be reported to the Canadian chief agent, 
included in his record of business in Canada 
and incorporated in all returns required to be 
made to this department. 


WILL CELEBRATE ANNIVERSARY 


Fiftieth Birthday of Fidelity and Casualty 
Will Be Observed in September 


The Fidelity and Casualty Insurance Com- 
pany of New York will celebrate its fiftieth 
anniversary from September 12 to September 
15. There will be only one business session 
during that time and it will be held on Mon- 
day, September 13, at the Hotel Commodore, 
New York city. 

Arthur D. Kelley, assistant superintendent 
of agents for the Fidelity and Casualty, has 
been made chairman of the entertainment com- 
mittee and elaborate preparations are going 
forward. The first day will be devoted to an 
informal reception of delegates which will take 
place at the Hotel Commodore. 

In addition to Chairman Kelley, the enter- 
tainment committee is composed of W. A. Reid, 
IF. B. Smedes, H. J. Odams and P. H. Sheri- 
dan. 


TRANSACTIONS OF CASUALTY INSURANCE COMPANIES FOR FIRST SIX 


MONTHS, 1926 


‘Total 
Admitted 
Assets 
F Capital july 1, 
Name and Location of Co. Stock 1926 
Amer. Employers, Boston. . 1,000,000 3,232,5 
Atlas Casualty, Ft. Wayne... 200,000 4 


2,000,000 12,4 88) 51 
750,000 4,435 
d800,000 32,2 


Commercial Cas., Newark... 
Eagle Indemnity, New York. 
Employers Liability, Boston. 





Equitable Surety, N. V..... 
Federal Surety, Davenport... 
Fid, & Deposit, Baltimore... 
Fidelity Union Cas., Dallas. . 
Gen’l Cas, and Sur,, Detroit . 


250,000 
1,158,555 2,377,919 
5,000,000 22,304,491 

500,000 =: 1,265,590 

350,000 1,451,084 


Globe Indemnity, Newark... 


2,590,000 30,465,554 
Hartford Steam Boiler, Hart. 


2,500,000 16,176,351 









2,647.83: 
1.304.060 
7,406,823 13,227,285 12,181,378 





6,500,000 11,461,649 9,711,126 
8,116,955 


Premiums Premiums Losses Losses 

Surplus Received Received Paid Paid 
to First Six First Six First Six First Six 
Policy- Months, Months, Months, Months, 


holders 1926 1925 1926 1925 
1,705,7: 


286,829 
47,266 
2,508,965 
a752,030 
5,701,150 


32 1,105,178 632,580 
8 207,904 b 

3 5,605,134 5,165,450 
1,546,463 1,365,061 






178,709 
236,7 b 

2,256,161 
@556,343 
5,450,956 







379,707 208,451 3,587 14,728 

811,831 607,805 250,351 185,771 

6,536,425 6,318,384 726 5 2,142,353 

577,108 472,551 275,707 

462,035 598,405 582,529 342,572 





2,089,327 








Mich, Mut. Liability, Detroit Mutual 2,495,( 1,001,455 977,274 452.123 
National Surety, New York.. 10,000,000 36,082,553 16,633,037 8,698,043 3,315,300 
Northwestern C. & S., Milw. 750,000 = 2,288,243 1,329,507 703,605 480,897 
Ocean Ace, & Guar., N.Y... d759,000 22,314,757 6,381,513 8,116,159 4,085,184 3,763,969 
Pac, Employers, Los Angeles, 295,490 740,448 412,933 249,671 216,306 93,293 
Phoenix Indemnity, N. Y.... 590,000 3,223,498 1,206,154 929,041 446,570 301,999 
Royal Indemnity, New York, 1,000,000 24,495,412 6,189,259 8,086,218 3,611,605 3,221,148 
Standard Accident, Detroit. . 2,500,000 19,568,757 4,747,988 8,226,625 @4,811,293 44,347,253 
Sun Indemnity, Detroit..... 700,000 2,616,412 907,973 1,051,592 497,373 425,436 

-S. Fid. & Guar., Baltimore. 6,000,000 49,152,618 14,221,573 18,72 18,266,885 8, 026 8,378,873 





Totals, (22 companies). , 
Increase 1925 


a Includes expense claims, 0b Organized in 1925, 
Contingencies, 


39,413,955 290,611,200 92,070,814 102,445,524 
7,8 8 


dea earns 7,8 


d Statutory deposit, 


94,630,666 43,270,705 40,535,687 
2,735,018 





f Includes $1,000,000 voluntary reserve for 

































































EQUITABLE 


LIFE & CASUALTY 
INSURANCE CO. 


SpecializesinHEALTH 
and ACCIDENT IN- 
SURANCE with En- 
tirely New Features 
which PLEASE. 


And is looking for 
Agents in ILLINOIS, 
and District Managers 
in CALIFORNIA and 
KENTUCKY who 
Can and Will Produce 
Business. 


Such Men Will Receive 
Large First and Re- 
newal Commissions. 





Address Casualty Department 


360 N. Michigan Avenue 
Chicago Illinois 














THE SPECTATOR 





Thursday 

















———— 





Desirable territory open for General Agencies 
in Virginia, Florida, Maryland, Kentucky and 
District of Columbia. Excellent opportunity 
for producers who can furnish unquestionable 
references. 





Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 











‘‘Keep Southern Money at Home » 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts 
and Commissions of “The Best Company in Dixie” and We 
Will Grow Together. 


CHAS. M. McCABE, President. 


Otton States 


LIFE INSURANCE CO-vasuvitte, teny, 
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TERRITORY 
COMPANY 

FOR GOOD MEN 
GBRobbins, Pres. CB Svaboda, 
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EUREKA MARYLAND ASSURANCE CORP. 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 








JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J.BARRY MAHOOL, Vice-President 


















PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


Sects Ssnp Ten Cent Stamp vor CaTALocug. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 
























C. E. Clarke, President J. R. Anthony, Jr. Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance Commercial and Industrial 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 













































Greatest Illinois Company 
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eneral Accident 


AERA D FIRE AND LIFE 
ga ASSURANCE CORPORATION, Ltd, 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING, 4TH & WALNUT STs, 
PHILADELPHIA 













THE PEOPLES LIFE INSURANCE C0. 
(Illinois) 


A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 
Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 


Home Office 














Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 





» 4} Write for information relative to open territory. Have twoo 
QT, three P i with i established where change |s 
desired. 














Ambitious men of sales experience will be interested in the liberal agents 
contracts we are offering. 
Good openings for the right type of men. 
ASSETS OVER EIGHT MILLIONS! 
INSURANCE IN FORCE OVER SEVENTY MILLIONS 


THE CAPITOL LIFE INSURANCE COMPANY 


Clarence J. Daly, President. DENVER, COLORADO 














INCORPORATED 1832 


rginia Fire and Marine 
RANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 


Vi 


INS 





Reserve for Unearned Premiums .............. $1,239, 147.00 

OE TOe ISI DRE IOD Sho c.c. 6 0:4: as s1e7s oreo oieccrenieisialeeherels 384,909.00 

MS MENER ioe <a candinio o, eislelovsisis was erchaers $500,000.00 

in (SCs sc) Sa ee ee 1,274,407.00 

Surplus to Policyholders..................- 1,774,407.00 
TTS «in kk kode. bane usidtowe $3,398,463.00 

WI BEANS RG OP voice 's:sincisiccos ovis coe nsevenenes Chairman of Board 

Ree Big MEER MMOL 5m: 5 6i-w: 4.16 6:55 5's: 0-960 a W-bv85 0 Brbo 4106 0.0 HERO REE President 

Bh A RN ae 6 sak 5 Xa 4160. 010-95 rhi0s Zrmlerere Hi@vain Slee SERED Secretary 
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ACTS ON COAST 





Great American Indemnity Opens 
Pacific Department 





A. W. HILLBACK AND DANIEL 
McPEAK APPOINTED 





Hartford Accident Fills Vacancies Caused 

by Their Resignations 

San Francisco, Cauir., August 14.—Alfred 
W. Hillback and Daniel McPeak will be man- 
agers for the Pacific coast department of the 
Great American Indemnity Company, accord- 
ing to an announcement made by Jesse S; 
Phillips, president of the company, who came 
to California for the purpose of establishing 
its new department. The company was granted 
its certificate of authority by the insurance de- 
partment last week. 

Mr. Hillback and Mr. McPeak come from 
the Pacific coast department of the Hartford 
Accident, where they have been for a number 
of years. The appointment is effective imme- 
diately. Mr. Hillback was manager of the 
Metropolitan department for the past two 
years and Mr. McPeak has been resident secre- 
tary of the company. 

Offices for the company are now being estab- 
lished at 241 Sansome street, San Francisco. 

Manager Joy Lichtenstein of the Hartford 
Accident announced the resignations of Mr. 
Hillback and Mr. McPeak  simultaneonsuly 
with Mr. Phillips’ announcement of their ap- 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWES.” RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 




















pointment. Mr. Lichtenstein also announced 
that hereafter his metropolitan department in 
San Francisco will be operated under the joint 
management plan and named A. C. Posey, in 
charge of surety; Charles W. LeMessurier, in 
charge of automobile, and George A. Stanton, 
in charge of compensation and liability, as 
resident managers. 


Casualty Presidents Association an Old 
Story That May Come True 

All the present talk about a casualty presi- 
dents’ association is an old story that has been 
going the rounds for three or four years. It 
is probable, however, that now, due to the ac- 
tive impetus being given the scheme by A. 
Duncan Reid, president of the Globe Indemnity, 





something may materialize in the near future. 
A body of this kind has been mentioned from 
time to time in private discussions during va- 
rious casualty and surety conventions. If such 
an association took under its wing all the 
other casualty and surety groups having a na- 
tional scope and operated them as branches, 
thus consolidating joint effort, weil and good, 
otherwise it would be simply one more organ- 
ization added to an already unnecessary number. 


Employers Liability to Write Contract 
Bonds 

The Employers Liability of Boston has an- 

nounced that it will now write contract bonds 

and license permit and lost instrument bonds. 





MORE WORDS 


sible for the loss. 


HERE can be no recovery under a Messenger, Pay- 
master or Interior Robbery policy if it can be proved 

that any of the assured’s employees acted in collusion with 
the robbers, or if they, themselves, were entirely respon- 


TO THE WISE 


FIDELITY and DEPOSIT 


Consequently, every person who has the custody of prop- 
erty which is insured against loss by robbery, should be 
bonded in an amount equal to the amount of the robbery 
insurance carried. 


Mercantile Safe Burglary policies also contain a clause to 
the effect that the insurance company is not liable for loss 
“if a watchman, or office or clerical employee of the as- 
sured, is a principal or an accessory in affecting or at- 
tempting to affect the burglary.”’ 


In view of this fact, is it wise for a firm to insure the con- 
tents of its safe without also bonding its watchman, as well 
as the members of its clerical force? 


The fact that a firm is now carrying one orall of these burglary 
and robbery policies is an admission on its part that its 
property is worth protecting. Anything worth protecting 
is worth protecting -vell. 


Need we say more? 


Production Department 
Fidelity & Deposit Company 
Baltimore, Md. 


COMPANY 


BALTIMORE 


Fidelity and Surety Bonds and 


Burglary Insurance 





If you are not already adequately repre- 
sented in this territory I will be glad to have 
full information regarding an agency connec- 
tion made with your Company. 
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Prominent Agents and Brokers 





Actuarial 








Adjuster 











LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 
Automobile of Hart- National Liberty of New Amsterdam 
ford New York Casualty Co. 
geet of New State of Penn. Indemnity Company 
—- of New of America 
Notional Union of 
Pittaburgh BROKERS’ LINES SOLICITED 




















GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


HENRY R. CORBETT 
ACTUARY 


Specialty — Pensions Funds 
and Employee’s Benefits, 


175 W. JACKSON BLVD. CHICAGO 
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Actuarial 











Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations 
Exanfinations 


50 BROAD STREET 


Consultations 
Valuations 


NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bidg. ATLANTA, GA. 
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SANBORN & SLOAN, Ltd, 


AUTOMOBILE INSURANCE 
ADJUSTERS 
Anywhere in Province of Ontario, Canada 
401 ROY4L BANK BLDG., TORONTO, ont, 

















Statisticians 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 
CONSULTING ACTUARIES: 


Southeastern Trust Building 
ATLANTA, GEORGIA 




















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


— 


Underwriters 
Statistical 
Bureau, Inc, 








We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable, 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 


























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.. OKLAHOMA CITY, OKLA. 











A. SIGTENHORST,F. A.1.A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 














JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 

165 BROADWAY NEW YORK CITY 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


OMAHA DENVER DES MOINES 














ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. |" 
NASHVILLE, TENNESSEE 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 



















(Now Ready) 


INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 
HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 

TIONS 
A valuable book devoted to the service 


of those engaged in a most important 
branch of life insurance service. 













INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 


A Guide to the System of Industrial 
Life Insurance 










A Source of Inspiration and Helpful 
Hints 










A Reliable Text Book 
PRICE $3.50 








Liberal Discount on 
Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of Aug. 16, 1926, 
are from reliable New York and Hartford 
stock houses and if any of our readers are in- 
terested in stocks not appearing in this list, the 
Research Bureau of THE SPECTATOR will en- 
deavor to give to any correspondent whatever 


information may be desired. 


It can be readily understood that these quo- 
tations are not firm, due to the fluctuaton of 
the market and are only intended to indicate 


the activity of their trading: 


icultural 

*Gesiph B. Leonard & Co., N. Y..... 
Alliance Fire | a 

Gilbert Elliott & Co., N. Y........ 

McCown & Co., Phila........... oe 

rican Alliance 

Ame MGR UE Oe COns IN Wess sie 5 

Gilbert Elliott & Co., N. Y........ 
American Ins. Oo. 2 

Ralph B. Leonard & Co.,N. Y..... 

merican Surety 
A Gilbert Binatt & 60... Ne Vis sks. sic: 

Gude, Winmill & Co., N. Y....... 
Camden Fire F 

McCown & Co., Phila. and N.Y... 

Ralph B. Leonard & Co., N. Y 
Carolina Insurance 

Gude, Winmill & Co., N. Y........ 

Gilbert Elliott & Co., N. Y........ 

TX, Rice, Ir, & Ca., N. V2.0 
City of New York 

Gilbert Elliott & Co., N. V........ 

Gude, Winmill & Co., N. Y........ 

Ralph B. Leonard & Co., N. Y..... 
Continental 

Cainert Elliott & Co., Ni. Vise cece 

Gude, Winmill & Co., N. Y........ 

Ralph B. Leonard & @o., N. Y..... 

Tike mice: Jz.,'& Co, Ne-Yo... 5% 
Fidelity Phenix 

Gurus & Sanger, No Wiens o.c cece wee 

Gilbert Elliott & Co., N. V........ 

Gude, Winmill & Co., N. V....... 

Toe mace, Nf.; eC... IN Voie. s:60:0 

Ralph B. Leonard & Co., N. Y..... 
Fire Ass’n of Philadelphia 

McCown & Co., Phila. and N.Y... 
Franklin Fire 

Gilbert Elliott & Co., N. Y........ 

Gude, Winmill & Co., N. Y........ 
Glens Falls 

Gude, Winmill & Co., N. V........ 

Serene a SANCED, IN, VY . occ ce csce ee 

Ralph B. Leonard & Co., N. Y..... 
Globe & Rutgers 

Gihert Hiott & Co., N. Yi... 6. 

Ralph B. Leonard & Co., N. Y..... 

Sek mice, It. & Co, NoYes ccs 
Great American 

Curtis c Sanger, Ni. Vo. oc ccwccess 

Gilbert Elliott & Co., N. Y........ 

Gude, Winmill & Co., N. Y........ 

Ralph B. Leonard & Co., N. Y..... 
Hanover Fire 

We Oe. Jes, 6c COs. IN, os occ sieves 

Ralph B. Leonard & Co., N. Y..... 

Gude, Winmill & Co., N. Y........ 

Gilbert Elliott & Co., N. Y........ 
Harmonia 

ave Brice, Jr. & Cos, Ne Ye. cescics 
Home Insurance 


Gude, Winmill & Co., N. Y........ 

fe nice. Ir, & Co, IN, Mii. acece 

Curtis & Sanger, N. Y..........000- 

Ralph B. Leonard & Co., N. Y..... 
Homestead 

dome Rice, Jt, de CO. Ne MY 6 oeiccee 

Gilbert Elliott & Co., N. Y........ 
Importers & Exporters 

wetis G Sanger, N.Y oss suse cess 

Insurance Co, of North America 

Gilbert Elliott & Co., N. Y........ 

McCown & Co., Phila.........-. 

Ralph B. Leonard & Co., N. Y..... 
Insurance Securities Co., Inc. 

(Union Indemnity Group) 

Gilbert Elliott & Co., N. Y........ 
Manufacturers Casualty 

McCown & Co., Phila. & N. Y..... 
Milwaukee Mechanics 

Ralph B, Leonard & Co.,N .Y..... 

Curtis & Sanger, N. V......-. 000 
Gude, Winmill & Co., N.Y¥........ 
National Surety 


Curtis & Sanger, N. Y..... eevee 
New Jersey Fire Ins. 

Gilbert Elliott & Co., N. ¥.......- 
Niagara Fire 

Ralph B. Leonard & Co., N. Y....- 
Gude, Winmill & Co., N .Y.....06- 
Northern Insurance 

_Ralph B. Leonard & Co., N. Y..... 
North River 

Gude, Winmill & Co., N. ¥......-- 


Bid 
245 


46 
4614 


295 
300 


21 


1435 
1440 


280 
279 
280 
280 


190 
190 
190 
190 


47 


337 
337 
338 
337 
336 


Toren 
—aerey 
tN 


220 


224 
270 
108 


Offered 
265 


49 


4714 


305 
310 


230 
231 


114 


Pacific 

Gilbert Elliott & Co., N. Y........ 95 105 
Reliance 

McCown & Co., Phila. & N. Y..... 2014 214% 
Security Ins. of New Haven 

Ralph B. Leonard & Co., N. Y..... 82 85 
Stuyvesant 

Gilbert Elliott & Co., N. Y........ 200 215 
U.S. Fid. & Guar. 

Gilbert Elliott & Co., N. Y........ 205 210 
U. S. Fire 

Gilbert Elliott & Co., N. Y........ 130 140 
U. S. Merchants and Shippers 

Gilbert Elliott & Co., N. Y........ 242 252 

Curtis & Sanger, N.Y... 6 8 ccc 244 250 
Victory Insurance 

McCown & Co., Phila. and N. Y... 20% 21% 
Westchester Fire 

Curtis & Sanger. N.Y ioc occcccsee 4414 451% 

Gilbert Elliott & Co., N. V........ 4416 46 

Ralph B. Leonard & Co., N. Y..... 44 45 

Jy: as eee, Je & Ca Ne Wiss acess 44 451% 

Gude, Winmill & Co., N. Y........ 44 4514 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford.......... 770 785 

Roy T. H. Barnes & Co., Hartford... 785 800 
Aetna Insurance (Fire) 

Conning & Co., Hartford.......... 525 535 

Gilbert Elliott & Co., N. V........ 525 535 

Roy T. H. Barnes & Co., Hartford... 525 530 
Aetna Life Stock 

Conning & Co., Hartford.......... 665 675 

silbert Elliott & Co., N. V........ 660 675 

Roy T. H. Barnes & Co., Hartford. . 660 670 
Aetna Life (Full Paid Receipts) 

Conning & Co., Hartford... ........ 665 675 

Roy T. H. Barnes & Co., Hartford... 660 670 
Automobile Insurance 

Conning & Co., Hartford.......... 300 

Gilbert Elliott & Co., N. Y........ 300 eee 

Roy T. H. Barnes & Co., Hartford... .... 290 
Conn. General Life 

Conning & Co., Hartford.......... 1650 1750 

Roy T. H. Barnes & Co., Hartford... 1650 1750 
Hartford Fire 

Conning & Co., Hartford.......... 515 520 

Roy T. H. Barnes & Co., Hartford... 510 520 
Hartford Steam Boiler 

Conning & Co., Hartford.......... 680 690 

Roy T. H. Barnes & Co., Hartford... 675 690 
National Fire 

Conning & Co., Hartford.......... 740 755 

Roy T. H. Barnes & Co., Hartford... 740 750 
Phoenix Insurance 

Conning & Co., Hartford.......... 565 575 

Roy T. H. Barnes & Co., Hartford... 570 580 
Travelers Insurance 

Conning & Co., Hartford.......... 1220 1230 

Gilbert Elliott & Co., N. V........ 1200 1230 

Roy T. H. Barnes & Co., Hartford. . 1205 1220 

NEW ENGLAND STOCKS 
American Investment Securities Co. 
has. A. Day & Co., Inc., Boston.. 7 8 


Boston Casualty 
Chas. A. Day & Co., Inc., Boston... 14 18 
Boston Insurance 


Chas. A. Day & Co., Inc., Boston. . 450 465 
Capitol Fire Ins. Co. 

Chas. & Day & Co., Inc., Boston, 

COINS 6 nodes a cuadenasndex pes 275 
PEGesCeG Ss sac asan cide wars eweeness 94 

Columbia National Life Ins. Co. 

Chas. A. Day & Co., Inc., Boston.. 174 
Conveyancers Title Ins. Co. 

Chas. A. Day & Co., Inc., Boston.. 100 
Mass. Bond & Ind. Co. 

Chas. A. Day & Co., Inc., Boston.. 250 250 
Mass. Title Ins., pfd. 

Chas, A. Day & Co., Inc., Boston. . 40 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.. 355 
Old Colony Insurance 

Chas, A. Day & Co., Inc., Boston.. 210 
Providence Washington 

Chas. A. Day & Co., Inc., Boston. . 305 315 

Gilbert Elliott & Co. N. Y........ 300 315 

Ralph B. Leonard & Co., N. Y..-.. 300 310 
Securities Insurance of New Haven 

Ralph B. Leonard & Co., N. Y..... 82 85 
Springfield Fire & Marine 

Chas. A. Day & Co., Inc., Boston.. 455 460 
United Life & Accident Insurance 

Chas. A. Day & Coa., Inc., Boston. . 48 


WILL WRITE ONLY HAIL 


Tobacco Mutual in Connecticut Will Not 
Take “In Shed” Risks 

Due to the maty fires last year and the en- 
suing complications in making adjustments, the 
Connecticut Valley Tobacco Association has 
informed its members that they will- have to 
secure fire tobacco in the shed 
until the time of its delivery to the warehouses 
from companies regularly writing fire insur- 


insurance on 


ance, as the association's mutual insurance com- 
panv will in the future only write hail insur- 


ance. Heretofore a blanket policy form written 


lg 
6 


to the amount of $409 an acre has covered to: 
bacco against both fire and hail. 

Some of the members of the association in 
the past have wanted more coverage than $400 
an acre, and secured insurance through some 
other agency, which, when adjustments were 
begun as the result of a fire, always compli- 
cated matters, as there were two policies in- 
Another reason given for the discon- 
tinuance of the writing fire insurance, is that 
while fire insurance on the tobacco of members 
was not a part of the overhead charges and not 
a compulsory 


volved. 


members have 
The fire 
like hail in- 
with a 


expense, many 
considered it apart of the overhead. 
sheds, 


entirely optional 


insurance on tobacco in 


surance, has been 


member. 


Around the World With Archibald Agent 
(Concluded from page 17) 


porous. That insurance crowd get sick read- 
ing only insurance static in their magazines.” 

“Pauline has been drinking Turkish coffee,” 
ventured Arch, in way of apology; “how’s the 
moral hazard?” 

Pauline stamped a daintily shod foot: “Arch, 
why is it you’re so dreadfully interested in 
the morals of the people of the different coun- 
tries we visit?” 

Arch groaned, as if wondering what is beauty 
without brains. We came to the rescue: “Be- 
cause, Pauline, old dear, insurance men prefer 
only to deal with moral, highly proper risks.” 
Pauline lifted her eyebrows and tittered annoy- 
ingly, as oniy a woman can. “Arch, this is 
the ‘Land of the Terrible Turk’ and the moral 
hazard must be watched.” 
what 


“ey 


Wonder 


the moral hazard among 
American insurance men is like?” yawned 


Pauline, helping herself to our cigarette. 


Would Eliminate Excess Commissions in 
Richmond 
RicuHmonp, Va., August 17.—A sincere ef- 
fort is being put forth to eliminate excess com- 
mission contracts of long standing in several 
Richmond local agencies. 





INSURANCE STOCKS 





Analysis 
With 
Comparative Earnings 
1925—1924—1923 


Furnished on Request 


RALPH B. LEONARD & CO. 


Members New York Stock Exchange 


25 Broad St. Telephone 
New York Whitehall 4160 
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o.clL. enue 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | | | 





Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter. 
ly Premium plan. 

Participating and Non-Participating Policies. 
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Males and Females alike. ADAMS ST. 



































Standard and Substandard Risk Contracts, i. e. less work for nothing. 4) Concenenit 5 Chicago a 
[| Commercial | > Stoc Q 

We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., la., o Nat'l. Bk. E Roshanee > fe 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 2 QUINCY ST. R}o8 
Old | Fed- Illinois $e 
Colony] eral | m R 

THE OLD COLONY LIFE INSURANCE COMPANY “m Bee |2| Menten 
of CHICAGO, ILL. JACKSON BOUL. 

B. R. NUESKE, President (isa Bow 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through [Sotones Trade 











Quincy and Wells Street, right in the heart of Chicago’s Financial District. 
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Do YOU 
Ring the 
Bell? 


AVE you “‘that 

convincing 
come-back”’ to your 
prospect’s resist- 
ance? National Life 
salesmen have that 
comeback for they 
have ‘‘something people want.”’ 
Popular low-cost policies have in- 
creased the N. L. A. salesman’s 
earning ability by permitting him 
to shoot straight at the mark— 


More Sales 


One salesman in California has 
hung up a record of continuous 
production for 40 months averag- 
ing $31,375.00. His production is 
noted for its consistency. Will 
your average show as well? 


Correspondence is invited relative 
to the National Life’s popular con- 
tract. 


National Life 





AGENCY DEPARTMENT 


Home Office: Des Moines, Iowa 


DISTINCTIVE PROGRESS 


“In great things, steady, consistent growth to meet the needs of 
the times, never slow, never hasty,—always forward to accomplish- 
ment.’ 


The Mutual Life Insurance Company of New York 
America’s Oldest Legal Reserve Life Insurance Company 


The record and progress of The Mutual Life have been dis- 
tinctive. and the notable changes and developments now mark- 
ing its history in meeting the requirements of increasing demand 
and a quickening growth are evolved from almost a century of 
experience and success. 

Policy contracts completely revised in 1925. New contracts 
attractive in appearance. phrased in every-day language “easy 
to read,” easy to understand and to construe. They contain 
all the old provisions justified by experience and all the new 
warranted by science and by the knowledge of experience. 
Improved Disability and Double Indemnity Benefits—under 
new provisions. 



































is Salary Deduction (allotment) Plan of insurance now written 
The Ordinary by the Company. 
Life Poli cy ecu” s Insurance now written on standard forms, ages 
With Automatic Ex- An increased Dividend scale in 1926—the sixth consecutive 
tended Insurance ae increase. 
ent tea aoe Pea an A majority of policy loans granted locally at Managing 
at age 70. Agency Offices. 

‘ ; The Company writes all standard forms of insurance. Same 
Specimen Rate: terms to men and women. Age limits, 10 to 70, inclusive. 
Age 35, $17.60 per $1000 A Company conservative for entire safety, but forward- 
looking and forward-moving in accord with the new spirit and 

new demand of the times. 








Those who contemplate taking up 
field work are invited to apply to 


Association THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 
34 Nassau Street New York City, New York 
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Dear Mr. MAYER: 

I remember hearing my grandfather say 
many times that you gave him some very good 
advice once and now we are in deeper trouble 
than we ever thought would come to us may- 
be you can help. We haven’t any money and 
can't pay you but may-be you will be having 
other reasons to come down soon and if you 
do please come to our house. We have got to 
get help pretty soon or I don’t know what will 
become of grandfather and everybody. 


Yours truly, 
JosepH MarcHantT II. 


The first of the Marchants (that isn’t the 
true name, but, for obvious reasons, it is the 
name we will use during this recital) came to 
this country back in the early 70’s. He was 
a window glass worker by trade, and came 
here to escape the intolerable conditions in Bel- 
gium. He soon found work and in a short 
time had saved enough to send for his family, 
which consisted of his wife, two sons and one 
daughter. 

Our acquaintance with this little family dates 
back to the go’s, when we were very young. 
Our first recollection of them connects up with 
the wedding festivities of the youngest son. 
What a happy gathering that was, and we still 
have some of the pennies that were thrown 
about with the candy on that eventful day! 

The old gentleman worked up almost until 
the day of his death, and, because he had lived 
a frugal life, the three children shared euually 
in the distribution of some fifteen thousand dol- 
lars savings, together with about six thousand 
dollars additional from the sale of real estate. 
Not so bad for a cinder-head ! 

This brings us up to the early fall of roo0. 
We had, a few months previously, surrendered 
our trade of window-glass cutting for our pres- 
ent line of work. At about this time, we called 
tpon the eldest son of Marchant, whom we will 
call Joe, explained our new calling, and ex- 
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By A. D. MAYER 


pressed the hope that we might sell him a life 
insurance policy. Imagine our surprise when 
he explained that he had only a few days pre- 
viously taken out a $5000 twenty-year policy. 
Such a thing in those times was almost un- 





The accompanying article, copyrighted 
by A. D. Mayer, is reprinted by special 
permission. Companies, agents or others 
who would be interested in seeing it pub- 
lished in leaflet form for their benefit, 
are invited to write to The Spectator 
Company. If a suhicient number of in- 
quirtes are received, the article will be 
so produced.—Enitor’s NOTE. 











heard of, and we’ve always wanted to doff our 
hat to the agent who made that sale. It was 
wonderful ! 

Joe suggested that we see his brother August 
and sell him a policy, promising his help and 
influence. We saw August many times, but 
there was “nuthin’ doin’.” He was too pros- 
perous, and managed too well the rapidly 
mounting savings account. 

We now take you to the spring of 1917, or 
was it 1916? No matter. We had taken a 
swing around the “glass belt” and landed, for 
the first time, in a beautiful little city among 
the hills of a neighboring State. There, we 
were surprised to come upon Joe and August. 
They were drunk with prosperity and talked 
elibly of their good fortunes. For Joe had 
$22,000 in the savings bank and stock in a half 
dozen or more prosperous co-operative win- 
dow glass factories. August was only a little 
behind with $18,000 in the savings bank and 
owned a bit more glass stock than Joe. We 
could have sold them stock in a scheme for 
making gold bricks out of sawdust, but, when it 


29 





The Path of Dreams 


came to life insurance, or life annuity, they 
simply couldn’t hear us. 

We did suceed in calling Joe to one side and 
recommended that he divert some of his sav- 
ings by discounting all the future premiums on 
his life insurance policy, he, having retired 
from the foot bench. We also explained how, 
for a little additional charge, he could have 
double indemnity and disability riders placed 
on his policy. Subsequent happenings now con- 
vince us that he didn’t know what we were 
talking about at the time, but he did follow the 
advice (that referred to in the boy’s letter), 
or this story probably never would have been 
told. 

We are now up to the present, and only a 
short time following the receipt of the letter 
reproduced verbatim in the opening of this lit- 
tle human interest story. Business had taken 
us to a neighboring city, and, remembering the 
boy’s appeal, we dropped around to visit these 
friends, but without much hope that we were 
going to be of any great assistance to one in 
distress, for we are seldom, if ever, of much 
use in that way. Instead of finding our friends 
in the trim little cottage that had been their 
own, we finally located them two flights up 
over a smelly butcher shop. 


CHANGED CoNnpDITIONS 

Joe’s flat! Will we every forget the unex- 
pected sight which greeted our eyes? As we 
entered it, a young woman with two small chil- 
dren, at the age when they clutch their mother’s 
skirt, opened the door. She proved to be 
Victor’s widow (Victor, who died following an 
operation for appendicitis last July, was Joe’s 
only son, and it was Joe II, Victor’s eldest son, 
who was responsible for the visit). Victor’s 
family lived in the flat below, and Martha 
(Victor’s widow) spent a good portion of her 
time looking after the grandfather and his 
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invalid wife who had dropsy, asthma and heart 
diseases. 

Joe, we found, was bed-ridden with kidney 
diseases, brought about, no doubt, from worry 
over his financial misadventures. To aggravate 
matters, two paths of a milky substance were 
slowly creeping back of the eyes and shutting 
out his sight—cataracts! Lacking warm 
clothes, surety of a day’s food, medicine, and 
security from landlord requirements, they told 
a story of misfortune that seemed more like a 
nightmare than real. 

The first misstep had occurred ‘long about 








Unusual Opportunities 
For Live Agents 


with this old, reliable company, in 
Iowa, Illinois, and Missouri. Lib- 
eral agency contracts. 


Modern contracts—Ordinary Life, 
20-Pay Savings, Term, Double In- 
demnity Disability, Installment 
features. 


Operates in 19 States. Assets over 
$5,500,000.00. Losses paid over 
$8,000,000.00. 


Write today to 


Agency Department 














1920, when French francs were selling around 
twelve cents each, par about twenty cents. To 
these folks, who really dreamed of going back 
home to live some day, such a bargain proved 
irresistible, and they drew heavily on their sav- 
ings. Later, when down around 
eight cents and then had crept back to ten 
cents, they borrowed on their glass factory 
stocks and, later, on their home. Then, in a 
few years, the window-glass machine industry 
had come up and slowly strangled the hand- 
plants. The depreciated francs were put up in 
a frenzied effort to save the stocks and the 
home, but the franc kept falling to its present 
low estate, and stocks, home and furnishings 
went by the board. With this came ill health! 

When the old folks had finished their sor- 
rowful tale, and we could get our wits to work- 
ing we inquired ahout the life insurance policy. 
Following instructions from Joe’s wife, the 
young woman went to some secluded spot in the 
flat and brought out the bit of paper. When we 
inquired as to how come the policy to escape 
the fate of the stocks, home and French bonds, 
Joe explained that the thing had no value, ex- 
cept he either die or live to the maturity date, 
sometime in 1929. We had to smile at that 
one, and what a blessing that Joe did not know 
during his days of frenzied finance that he could 
have borrowed on his policy, or surrendered 
it for cash! 

We made a dash for a telephone and an hour 
later we were explaining to Joe and his wife 
that he had something like a thousand dollars 
in accrued dividends and more than two thou- 
sand dollars back payments under the disability 
clause Joe’s disability having run since No- 
vember 1922. That meant in excess of $3000 
cash, available just as soon as notice and proof 
could be sent to his insurance company, his 
$5000 life insurance would be intact and pay- 
able at his death, and a life income of $50 per 
month would be payable to him. 

The old folks had read somewhere in an old 
book that angels sometimes visited a stricken 
household, and these poor victims of circum- 
stances will go to their graves believing and 
insisting that an angel certainly guided their 
granson when he obeyed the impulse to write 
an appeal for help. 

What became of August, and his property? 
We're glad you asked that question. His 
estate went the way of Joe’s, for they were of 
a single mind on everything, except that one in- 
surance policy. There are no carpets on the 
floor in August’s home, but being several years 
younger than Joe, he has annarently stood the 
shock better and retains his health the while 
he bends his back, a paddy (section-hand) on 
the railroad. 


frances got 


Dear, Dear, Mr. Maver: 

The money from the insurance company came 
in yesterday and mother went right down to 
the bank and left the checks there. 

Grandfather says he always felt vou were 
his friend, and let me tell vou, Mr. Mayer, we 
are all so glad you had been so persistent in 
telling him to pay up that policy and make it 
safe. It sure was a life saver for us. 

And now grandfather and mother both insist 
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that I get a policy and, as I am getting a better 
job with the railroad company, I want to do 
it right away. I asked my employer what ‘ 
thought best and he said, leave that to your 
friend Mayer, he will advise you well. So you 
see, the story of your good deed is becoming 
well known here and when you come down I'm 
sure you're going to sell a lot of insurance 

Thanking you again for what you've done 
for us and grandfather, I am, 

Yours very truly, 
JosePH Marcuant II. 

Epilogue—Better go the limit in meeting 
life insurance premiums in your sunlit years, 
than to experience the lack of warm clothes, 
surety of a day’s food, medicine, and security 
from landlord requirements in the sunset days 


of life. 


LIFE INSURANCE SERVICE 
Vice-President of American Life Gives In. 
spirlng Example by Treatment of 
$1,000,000 Policyholder 
W. H. C. Burnett, vice-president of the 
American Life Insurance Company of Detroit, 
has recently received a letter from F. R. Pat. 
terson, head of the F. R. Patterson Construc- 
tion Company of the same city and a policy- 
holding client of Mr. Burnett’s, in which the 
writer expresses his appreciation of the life in- 
surance service received. In the hope that it 
will inspire other life insurance men with an 
even deeper recognition of the real duties of 
their calling, the letter, under date of August 
4, is reproduced practically in full as follows: 

My Dear Mr. BuRNETT: 

It has been my intention for some little time 
to write you a letter, but owing to the pres- 
sure of business I have unable to get down to 
it. 

About five months ago vou approached me, 
a complete stranger, on the question of life 
insurance, and after a few minutes’ conversa- 
tion I made an engagement with you to have 
dinner at the Detroit Athletic Club. During 
this dinner you told me of your theory/on the 
success and failure of businesses, and at the 
close of the evening, during which time no 
life insurance was talked about, I told you to 
fix me up as you saw fit. 

You insured me for one million dollars ($1- 
000,000) and instead of taking the payment for 
the premium and forgetting the client, I found 
out that you had only begun in your work with 
me, and you have never let up from that day 
to this in an effort to boost my business. 

The general results are that we stand to- 
day busier than we have ever been in our lives 
—business coming into our office voluntarily, 
and in fact I can conservatively say that we 
are running over three to one in volume. The 
credit must be given to someone. You not only 
advertised mv company and myself through the 
issuance of this policv in the city of Detrott, 
but to mv surprise vou made it a national mat- 
ter and the press from ocean to ocean use 
vour copy. I have received letters from dif- 
ferent parts of the United States commending 
me in my action. ; 

You have often said to me that business to- 
dav is “Man-Power”:; that the mortality of 
business is equal to the mortality of man. 
believe it thoroughly. T personally will try to 
explain to my busfness friends just what caf 
be accomplished by studying the psychologica 
situation, and have someone on the outside like 
vourself willing to do the work. Tt 1s er 
possible for me to express myself as strong'y 
as I feel in this letter. 
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NEW POLICY 





Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Life 


Insurance Co. 


of New York 
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INSURANCE EDUCATIONAL SECTION 


Life Insurance Agents Should Know the 
Health and Accident Business 

B. H. Manning, manager of the accident and 
health department of the Continental Life In- 
surance Company of St. Louis, addressed the 
meeting of the Clic Club of the organization, 
held in Detroit recently, and urged that life 
insurance men generally should co-operate 
more in the sale of accident and health poli- 
cies. There is no competition between the 
two lines, said Mr. Manning; they actually go 
hand in hand. Just as life insurance creates 
an estate and provides an income, so accident 
and health insurers for financial death losses 
that arise through accident or illness. “In the 
event of the financial death of the insured, ac- 
cident and health insurance steps in and per- 
petuates the income for a greater or less ex- 
tended period, depending upon the form of poi- 
icy carried and the amount of premium paid,” 
was the speaker’s contention. 

Accident insurance is one of the fastest- 
growing lines in the insurance business, said 
Mr. Manning, and the placing of such poli- 
cies forms an entering wedge for the man who 
sells life insurance as well. The two are 
helpmates and each aids the other to hold the 
policyholders’ confidence. The real trouble with 
the life insurance agent in his attitude toward 
the health and accident business, said Mr. Man- 
ning, is that he often does not know enough 
about it. “The tendency of the times is fer 
life companies to get more and more into the 
accident business, not only through accident 
and health departments, but in the form of 
disability benefits, double indemnity, etc. Life 
men must learn the accident business or be 
left behind,’ was the summary of the speaker’s 
remarks. 


“The Printed Word” 

The printed word is not ignored when our 
leaflet called “Personal” goes as a S. O. S. 
call to the policyholder. He has a new angle 
on the value of his insurance. Send for sample. 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Iasur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 











Peoples 
Life 
Insurance 
Company 


Frankfort, 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


Indiana 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 Insurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN 
ARKANSAS, TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











North American 
National Life 
Insurance 


Co. 


Tennessee 


Nashville, 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F.”J. Uehling, President 
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MAS \eFarmers € Banke 





community— Ore 


in your territory—we 
have you bank locally 
and we invest that 
money in the territory 
we serve. 


Keep your premiums ! 












Write for our cooper- 
ative plan. 








Is 
Life Insurance (ompany-= 


H. K. Lindsley 


President 


J. H. Stewart Frank B. Jacobshagen 
Vice President Secretary 


WICHITA, KANSAS 














THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic criginality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 


PUBLISHERS 


135 William Street 
New York 


Chicago Office 


Insurance Exchange 








GLOBE MUTUAL 
LIFE INSURANCE CO. 


ASSETS - - = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 


The highest grade of service to policyholders 
and representatives. 





IT IS THE LAST WORD IN 


SERVICE 











T. F. Barry, 
Founder 


Pose Barry Dietz, 
President 


The GLOBE weekly news mailed to you 
every week by request without charge. 
Home Offices: 


431 S. Dearborn St. Phone Harrison 1998 
CHICAGO 
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LIFE INSURANCE EDUCATIONAL SECTION 


The Magnitude of Today’s Life Insurance Business 


By Epmunp P. MEeELson 


President, Continental Life Insurance Company of St. Louis 


In the popular mind, influenced no doubt 
largely by what it sees daily on the streets and 
on our highways and by what it reads in the 
newspapers and magazines of the country, the 
automobile business is to-day the greatest 
achievement of the age, but we must differ with 
the prevailing conception. 

With all due respect to that great business, 
and without any endeavor to detract one iota 
from its truly astounding record of growth and 
development of the past twenty-five years, I 
want to say to you that life insurance men are 
employed as representatives of and as parts and 
parcels of what I truly believe to be the great- 
est business, the greatest achievement, that the 
mind of man has been able to conceive, and that 
is the old line legal reserve life insurance busi- 
ness. 

If there is a life insurance man who is not 
really and whole-heartedly proud of his calling, 
and I doubt if there is one, that man does not 
know his business, that man is lacking in the 
knowledge of its past record and its present 
standing in the list of human enterprises in 
America. 


Extracts from an address before the Clic Club Con- 
vention of the Continental Life which was held in 
the Hotel Statler, Detroit, last week. 





AL 


p33 


9 
ident 


1998 





\ 





ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 So. State St. Suite 314-324 


Chicago, Illinois 














HIstor1cAL DATA 

On the other hand, the man who does know 
the glorious record of this great business of 
ours, knows that way back in 1759, one hundred 
and sixty-seven years ago, the first American 
old line legal reserve life company was started 
in the city of Philadelphia. That man knows 
the record books to-day tell of the founding of 
the second company in 1835, ninety-one years 
ago, in the city of Boston. He knows that in 
1914, after more than one hundred years of 
effort, all the life companies in the country 
combined had a total of seventeen billions of 
insurance on the books. He knows that eleven 
vears later, at the end of 1925, all the com- 
panies combined had over seventy-two billions 
of dollars of insurance on the books; in the 
last eleven vears this business of ours has grown 
three and a quarter times as much as it did in 
its first one hundred years and more. He knows 
that in the present year, if the present rate of 
increase is maintained, the life companies of 
this country will write over seventeen billion 
dollars of new insurance, more, in fact, than 
the total on the books up to 1914, and which 
will be an increase of more than 11 per cent 
over 1925. He knows that in each year of the 
past one hundred years, with but a single ex- 
ception, more insurance was sold in each twelve- 
month period than was sold in the previous 
twelve-month period. He knows that the life 
insurance business is not afflicted with the pe- 
riodical ups and downs to which every other 
American business is subject. He knows to- 
day that the largest financial institution in the 
United States is not a bank, not by two hun- 
dred millions of dollars; that to-day the third 
largest financial institution in the United States 
is not a bank, not by fifty-millions of dollars; 
he knows that when compared with the largest 
life company, the greatest and largest bank in 
the United States to-day ranks fourth in finan- 
cial strength as regards the total assets or re- 
sources. 


A GIANT ENTERPRISE 

The man who knows the real story of thus 
great business, knows that to-day the total as- 
sets of the old line life companies are over 
two-thirds the amount of the total insurance in 
force eleven years ago, the amount being over 
twelve billions of dollars, composed of United 
States, State and municipal bonds, first mort- 
gage on real estate and cash. He knows that, 
while the list of failures of the last five years 
alone contains the names of scores of banks, 
building and loan associations and trust com- 
panies, the names of hundreds and thousands of 
manufacturing enterprises, automobile factories 
included, the names of thousands, yes, tens of 
thousands of merchants, farmers and cattlemen, 
and while that list of failures in five years is 
so long as to be unbelievable, it does not con- 
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tain the name of one single old line legal re- 
serve life insurance company that has failed to 
meet, to a cent, every obligation contracted to 
every policyholder and to every beneficiary. 

He knows of the millions, yes, hundreds of 
millions of dollars paid in cash to beneficiaries, 
paid-in cash to matured policyholders, paid-in 
cash on loans on policies, loans made imme- 
diately upon demand, at not more than 6 per 
cent interest for the full dollar and cent loan 
value; and he knows that the institution of life 
insurance is not affected by epidemic, by panic 
or by war. 

I am truly glad that I have had a part in a 
small way in the development of this great 
business of ours. 


A BricHt FUTURE 

If, as we believe, we are engaged in the great- 
est business on earth, that nothing has ever 
been discovered or ever will be discovered to 
take the place of life insuranc, and knowing 
that life insurance is not merely placed for the 
present it is but natural that we should try to 
peer into the future. If at the present time 
less than six per cent of the insurable value of 
the lives of insurants in this country is pro- 
tected, then our task is no small one by any 
means, and if we can judge the future by the 
past, which is the only barometer we have to 
go by, then the most optimistic guess as to the 
amount of insurance in force in the next ten, 
the next twenty or the next forty years might 
fall far short of the true amount. 

To my mind, the amount of insurance in 
force at the periods mentioned, whatever that 
amount, will be affected not only by the ever 
increasing coverage in the policies so placed, 
but will be even more affected by the ever 
growing service rendered to the policyholder. 
This is a day of service. 





In the States of 
Illinois, Michigan, 
Ohio and Missouri 

If You Can Interest Us, 


We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, III. 


J. J. DUBOURG, Agency Manager. 
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| MIDLAND LIFE INSURANCE COMPANY 
IN ONE SENSE KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


nr 
NO M AN NEED EVEK DIE THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA 
COLORADO, TEXAS. The best territory 
SouRRS in the country to-day. 











DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 








“It is amazingly true nowadays that 


in one sense no man need ever die. 
. His work is one immortal thing that can OUT IN INDIANA 


live after him and continue to guard and The state of history, a leading commonwealth in agriculture 
protect and bring life to those he loves— and oar panna iny ~~ be cane nese paniile wage for 

. : successful men in Life Insurance Salesmanship. WEST- 
even to great-grandchildren whom he has ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 
never known. Indiana, has just closed a MILLION DOLLAR deal on one of 


the largest manufacturing enterprises in the west. The com- 
_ ; pany is making satisfactory progress and can use capable men 
The bread-winner who takes out a in its organization under advantageous contracts. Address 


life insurance policy and guards it as he communications to— 
would guard life itself is doing one of the 
most unselfish and one of the noblest 
deeds possible to man. He is depriving 


himself of certain simple luxuries of the A Cc A | I A 


John W. Dragoo, Secretary, 











aagealie rine asda AN INSTITUTION—NOT A COMMERCIAL COMPANY 
ROW ET DE: Ever on yess he Insurance in Force Over $205,000,000.00 
come. Assets Over $17,000,000.00 





Our Ideal Monthly Income Agency Contract appeals to high class salesmen 








i . c : : : , who have chosen life insurance as a permanent profession. Our CON- 
: Every one ol ee has probably been TINUOUS RENEWAL contract assures the accumulation of an estate as 
impatient at some time or other because eeeeianeaminaiaaiin = 
of the persistent efforts of a Jife insurance ; If you care to better your position, write to 
representative. ButI want you to stop ACACIA MUTUAL LIFE ASSOCIATION 


WILLIAM MONTGOMERY, President 


for a moment and think with me of the acne tieileae Washington, D. C. 


magnificent task this great body of men 
is performing. 











“Don’t blame the life insurance man 
for enthusiasm. He is a missionary 
in the truest sense of the word, battling 
often against the greatest odds and the 
most cruel misunderstandings. Think of 


State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
INCORPORATED 1844 





The Company has recently introduced an exceptionally complete and 
practical 


him instead as one of the messengers of 
. s EDUCATIONAL COURSE 
your immorta ity —one who helps to for the use of its Agents and those who contemplate entering the life insur- 


make your work live forever.” ae Sea 
D. W. Carter, Secretary B. H. Wright, President 


: p . Stephen Ireland, Superintendent of Agencies 
Quotation in part from letter to 


depositors by John J. Pulleyn, President 
of the Emigrant Industrial Savings Bank 


of New York. THE LONDON & LANCASHIRE 


a p—] INSURANCE COMPANY, Ltd. 
‘tHe = S OF LONDON, ENGLAND « 


LONDON & * 
| } 















PA, 





New York Department: 


44-48 Cedar Street 


INSURANCE CO. 
LTD. 


METROPOLITAN LIFE INSURANCE CO. es 


Frederick H. Ecker, Vice-President Haley Fiske, President A. G McILWAINE, Manager 
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KANSAS TEACHERS VOTE IN OCTOBER 
Will Decide on Group Insurance Under 
Single Master Policy 

ToreKA, Kan., August 16.—The 
teachers will vote in October on the question 
of group life insurance for every teacher in 
the State under a single master policy. The 
special committee named by the directors of 
the Kansas Teachers Association to investigate 
the group insurance plan, has announced that 
it will be prepared to submit a plan for group 
insurance at the annual conventions of the 
teachers in October and the teachers will vote 
on accepting or rejecting the proposal. 

There are nearly sixteen thousand school 
teachers in Kansas and over fourteen thousand 
of them are members of the State association. 
The association is so large that it holds the 
conventions at four different towns in the State, 
all during the same week, so that the speakers 
and officers visit all of the conventions and 
practically the same programs are furnished 
at each meeting. A member of the group in- 
surance committee will attend each of the con- 
yentions and present the plan for insurance for 
the teachers. 

The committee has made some inquiries and 
it is confident that approximately ten thousand 
of the teachers will take out the insurance upon 
the group plan. The large companies which 
write most of the group insurance have sub- 
mitted their proposals to the committee and it 
will have several alternatives to offer the 
teachers. It is expected that the insurance will 
be written on a basis of five to seven dollars 
premium for each one thousand dollars of in- 
surance. The insurance is to be on the annual 
term basis, with the privilege of converting the 
insurance into other forms at the option of the 
certificate holders and upon the payment of the 
additional premiums and the proper examina- 
tions. But the age of the insured will be main- 
tained in the new insurance. 

The companies will issue a master policy to 


Kansas 





Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer- 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 
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unlimited production. 
rights. 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








the association and the association will issue 
certificates to the teachers. The companies will 
handle all the expense and the work attached 
to handling the business and the association 
will furnish desk space and some clerical help 
to the agent of the company that gets the con- 
tract. 

Frank L. Pinet, secretary of the Teachers 
Association, has prepared an announcement of 
all the plans submitted by the companies, carry- 
ing complete details of each proposal and these 
will be submitted to the teachers at the con- 
vention. 


July Was President’s Month With Prairie 
Life 

The Prairie Life Insurance Company of 
Omaha, Neb., made a special July drive in 
honor of President Doctor W. R. McGrew. 

The was designated the President 
McGrew Vacation Special. Each agent ac- 
cepted a quota for the month, with the idea 
that if he would write it Doctor McGrew would 
be forced to take a much needed vacation. 
The business for July was 100 per cent greater 
than any July business in the history of the 
company. 

A prize for the agent writing the greatest 
volume of business during the drive was won 
by Tom Grisell, of Colorado. 

Dr. and Mrs. McGrew plan an extended trip 
through Colorado, Oklahoma and Texas. 


drive 


Northwestern National’s New Agency 
Service 
The Northwestern National Life, Minneap- 
olis, has announced a mail-advertising service 
for the use of its agents. The plan calls for 
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the submission of mailing lists by the agent, let- 
ters to be mailed out by the home office. Each 
letter is to be followed up by a personal call 
within two weeks after it has been received. 
The service is offered in an attractive binder, 
each letter with enclosures being in a folder. 


Free 
A sample of our splendid leaflet called “A 
Legacy for You” will be sent free on request. 
This leaflet is a real business getter. 


WHITE POPULATION GAINS 
Exceeds Negroes in South Carolina for 
First Time in 115 Years 

Fitz Hugh McMaster, assistant general man- 
ager of the Carolina Life Insurance Company 
of Columbia, S. C., has drawn some interest- 
ing comparisons between the number of whites 
and negroes in that State. Basing his findings 
on the records of the United States Census 
Bureau, Mr. McMaster says: 

According to the estimate of the Census 
Bureau of the United States for 1925, for the 
first time in 115 years the white population of 
South Carolina exceeded the negroes. In 1810 
the white population was 214,196, and the negro 
slaves 200,919. In 1820 the negroes took the 
lead; 237,440 whites to 265,301 negroes. Since 
that time to 1925 the negroes have been in the 
majority. 

According to the estimate of the Census Bu- 
reau for 1925 the figures are: 897,497 whites 
and 881,587 negroes, or a majority of 15,910 
for the whites. 

With the majority of population in favor 
of the whites the deaths in the State as com- 
plied by the State Bureau of Vital Statistics is 
marked and worthy of consideration by the life 
insurance companies. 

The following are the figures given by the 
State Bureau of Vital Statistics for 1925: 











White Negro 
Male *®Female Total Male Female Total 

859 702 1561 138 1182 2564 
wee 349 248 597 450 414 864 
84 69 143 125 161 286 
208 165 373 419 540 959 
271 287 558 669 948 1617 
278 297 575 551 810 1361 
340 302 642 676 758 1434 
492 301 793 705 585 1290 
675 480 1157 614 471 1085 
786 627 1413 503 390 893 
273 422 695 363 367 730 
was 4615 3902 8517 6457 6626 13,083 
21 19 40 32 30 62 

ies 4636 3921 8557 6489 6656 
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New Series 
18. THE TROUBLESOME ASS 
By WILLIAM ALEXANDER 


Once, while an old man and his son were driving an Ass along the 
road, they heard a man say to his friend, “What a fool that old man is 
to walk when he could ride.” . 

So the father mounted the Ass, but he soon got down, for he heard say, 
“See that selfish father who rides in comfort while his poor boy toils along 
on foot.” 

Then the son changed places with the father, but he alighted in turn, 
when someone said, ‘“‘What a shame for that youth to ride, leaving his poor 
old father to trudge along in the dust.” 

Then both the father and son got on the Ass and stayed there until they 
passed a woman who said to a companion, “I wish I could find an agent 
of the Society for the Prevention of Cruelty to Animals. See what a 
burden that poor Ass is carrying!” 

So the father and son tied the Ass’s feet together, and slung the beast 
to a long pole. Then they carried it between them until they came to a 
bridge when they were jeered at and hustled by a crowd of idlers, so 
that the rope broke and the Ass fell into the river and was drowned. 

APPLICATION 

The Agent who knows the right course should follow it and disregard 
the advice of irresponsible people. Or, if he is in doubt let him refuse 
to consider the advice of ignorant people and listen to the counsel of those 
who are competent to teach, and read only the books written by those 
who speak with authority. 


Honor D. F. Shafer 

The Ohio State Life Insurance Company) 
Columbus, has just closed a campaign in hongp 
of D. F. Shafer, manager of the Mansfeld! 
Ohio, agency, the oldest member of the felg 
force in point of service, in which appro iol 
mately $5,000,000 of insurance was sold. hp 
campaign was managed by a committee com: 
posed of George Hayden of Newark; E, @ 
Siefert of Marion, and L. A. High of Colma 
bus. Nearly a dozen agencies exceeded their! 
quotas, Cleveland topping the list. Joseph @) 
Rogers of Columbus was honor man for J : 
and Elmer Goings, manager of the Springfield) 
Ohio, agency, entered the $100,000 Club as a 
result of his activities. E 


Southland Life Gets Big App 

The application for what is believed to bed 
the largest single application for a policy of) 
life insurance in Texas was signed recently byy 
Chester L. Jones, newly-elected president of” 
Sanger Brothers’ store. Mr. Jones, a Kansas | 
City man, recently purchased the control of 
Sanger Brothers. The application was written ™ 
by Harry L. Seay, president, and Clarence E. 
Linz, vice-president and treasurer, of the® 
Southland Life Insurance Company of Dallas, @ 
Mr. Jones succeeded Mr. Linz as president of a 
Sanger Brothers. j 


“Too Busy” 4 
is an old excuse to hand out to an agent. Our | 
leaflet “Too Busy” is a dignified answer to 3 
such excuse. 4 














| iatiniinn Success 


CROSS section of the 66th Annual State- 

ment which shows, by growth, safety and 

low net cost, why the Guardian ranks as one 
of the strongest of the strong companies. 


NEW BUSINESS, 
about 50% gain 





$66,857,528.00 





290,912,305.00 
51,866,771.92 


LIABILITIES 45,836,814.05 


SURPLUS AND DIVIDEND 
FUND, 13% of Liabilities 


1926 DIVIDENDS SET 
ASIDE, 25% increase... 


The Guardian is growing more rapidly than 
most old line companies, and in a way that 
offers unusual opportunities to men of the 
right calibre. For information, write 


6,029,957.87 


1,983,000.00 


T. LOUIS HANSEN. Vice-President 


“THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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